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HERE IS PROFIT FOR YOU 





AGATE NICKEL=STEEL WARE insures 


Trade steady profit because it is a necessity 
‘ - used all the year round. Whether 
ex Ra times are hard or good, people must 


eat, and so long as people eat there 
will be a demand for good utensils. 
If it is your business to supply this 
Mark demand, you can make more sales 
and have better satisfied customers by 
handling AGATE NICKEL=STEEL WARE. 


ATE NICKEL-STEEL WARE 


(PATENTED) 





Our world-wide reputation is the result of producing a 
high grade enamel guaranteed absolutely pure, and 
combining this with the finest workmanship and finish 
in the manufacture of a multiplicity of designs and 
shapes such as are seldom produced by one firm. 











This ware, though light and easy to handle, is strong 
and durable. It is the cleanest and most durable ware 
for family use ever made. Can’t rust or break like 
ordinary enamels. 





Write for our catalog 


LALANCE & GROSJEAN MFG. CO. 


1900 SOUTH CLARK STREET, CHICAGO, ILLINOIS 
NEW YORK BOSTON 






































ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 52 and 53 
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Has Blue Porcelain Enameled Burner Drums which cannot rust. 


Glass Founts where you can readily see the oil. 
letting the Founts go dry, which would burn up the wicks. 


With Step 


or for heating the wash boiler. 


is also made with three top burners and step. 


RINGEN STOVE COMPANY 


Div. of American Stove Co. 





715 Indiana Street 
SAN FRANCISCO, CAL. 





825 Chouteau Avenue 
ST. LOUIS, MISSOURI 








*-QUICK MEAL” 
WICK OIL STOVE 


Has two top cooking burners and two 
burners under step. A very convenient 
stove, as baking and cooking can be 
done at the same time. The step 
burners can also be used for cooking 


Has 


This prevents you from 
This stove 











Write for Catalogue 

















Science endorses 


FRONT RANK 








construction! 


Scientists and physicians all over this country and 
Canada approve of Front Rank steel construction. They 
know that red hot cast iron allows dangerous gases to 
leave the fire pot and enter the circulating system with 
the warmed air. These gases are deadly poisonous and 
injure health tremendously. 

Not only scientists but good mechanics everywhere 
endorse the splendidly substantial way in which Front 
Rank furnaces are put together. The dealer in your 
community who sells Front Rank Warm Air Furnaces 
finds business easier to get and more attractive, than the 
man with the ordinary line. Ask us for a dealer’s 
proposition and our latest catalog. 


Haynes Langenberg Mfg. Co. 


4045-57 Forest Park Boul., 
Saint Louis 


























ESTABLISHED 1880 


Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 
PuBLisHeED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor - 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street, New York 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Passessions (Invariably in Advance) ONE YEAR PostaGE Pain $2.00 
ForEIGN COUNTRIES ONE YEAR PostaGE Parp $4.00 CANADA ONE YEAR PostaGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of. March 3rd 1879 
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ABOUT FIFTEEN years ago there met in Dekalb, 


Illinois, a number of bankers, merchants and other 
business men to plan for ways and 


The Mer- means for defraying the expenses of the 
chandising |. ’ ; . ; 

Farmers’ Institutes which were to be 
Counselor. 


held in DeKalb County during the winter 
of that year. During the discussion the remark was 
made that a great deal of energy was lost by not 
making sure that the farmers carried out the sug- 
gestions made at these Institutes, and out of this re- 
mark grew a movement which resulted in the employ- 
ment of an agricultural expert—a graduate from the 
agricultural department of the University of Illinois— 
whose duty it was to travel among the farmers and 
demonstrate to them how they might improve on 
their methods in stock raising, grading and selection 
of seed grains and corn, etc. His salary and expenses 
were paid by the business men of DeKalb. 

In less than fifteen years this experiment has not 
only proven itself a great success, but the idea has 
been adopted on a far more liberal scale all over the 
country, and the county which does not today employ 
one or more agricultural demonstrators is to be con- 
sidered lacking in enterprise and public spirit. 

About five years ago some one thought that if the 
Institute was a good thing for the farmer, there was 
no reason why something similar shouldn’t prove just 
as beneficial to the retailer, and the first Short Course 
for Merchants was announced by the University of 
Minnesota. 

Here again the idea proved a good one, and the 
attendance was gratifying, both from the standpoint 
of numbers and of the class of dealers who took part. 
The following year other state universities followed 
suit, and then some one conceived the notion that dis- 
tributing centers were good places to hold these Mer- 
chants’ Short Courses, and Sioux City, Iowa, was the 
first to offer such a course, held in January, 1915, and 
attended by nearly four hundred retailers of hard- 
ware, dry goods, clothing, groceries and other lines. 
Omaha, Nebraska, held a similar meeting in August, 
1915, and Sioux City will hold its second Short Course 
during this month. 

There were, of course, scoffers who maintained that 
it was presumptious for a college professor, or a trade 
paper editor, or even a successful hardware dealer or 
a credit man for a wholesaler and manufacturer, to 
offer any suggestions to the all-wise retailer as to 
how he might improve on his methods, and probably 
none of these scoffers attended these Short Courses, 
so their dignity was not hurt, nor was their fund of 


merchandising knowledge increased, but from all re- 
ports that have come to AMERICAN ARTISAN every one 
who did attend came away better fortified and better 
equipped to render more efficient service to the people 
in his community—and that is really the important 
point. The more efficient service a retailer is in 
position to render and the better he performs his 
duty in this regard, the greater are his chances for 
making a real success. 

And now AMERICAN ArtiISAN makes this suggestion : 
Why shouldn’t the work which is being done at these 
Short Courses be carried on as a permanent insti- 
tution ? 

Why shouldn't the manufacturers and wholesalers 
in the important distributing centers do as the busi- 
ness men of DeKalb, Illinois, did and defray the ex- 
penses of employing one or more real experts in 
merchandising whose duty it should be to visit and 
counsel with the retailers in their respective terri- 





tories ? 

And why shouldn’t the state or federal governments, 
as the case might be, enact legislation by which state 
or federal aid might be given toward this work—just 
as is now the case with the agricultural expert? 

But first it would be necessary to demonstrate that 
such a proposition would be appreciated by a suffi- 
ciently large number of dealers to make it worth while. 

As a mere matter of “good business” it would seem 
to be an excellent move, for certainly there is room 
for considerable improvement in the accounting sys- 
tems, in the method of merchandise display, in the 
advertising campaigns, in the stock keeping and in 
many other features of retail merchandising, and it is 
not at all to be considered a bit of wild imagination 
that at least 25 per cent of the annual failures among 
retailers can be avoided through the employment of 
such merchandising counselors, so that they would 
sarn big dividends on the money which it would cost 
to maintain them. 








WHEN A FEW years ago vocational schools were 
established in Chicago, it was generally stated that a 
made 


Vocational great step forward had _ been 

Training which would result in bringing a better 
in Public class of mechanics and workmen into 
Schools. the trades and in spite of the fact that 


President Wilson in his message to Congress deliv- 
ered a few days ago went on record strongly in favor 
of national aid for the establishment and maintenance 
of vocational schools, there is a very serious danger 
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that the success of this movement may be at least re- 
tarded if not altogether prevented. 

The obstacle which has become prominent in Chi- 
cago, as stated by men and women who have taken an 
active interest in the movement for vocational educa- 
tion, is that some labor unions are placing themselves 
on record against vocational schools. 

At a meeting which was held on December 13th, 
Mrs. Gertrude Howe Britton, a member of the Chi- 
cago School Board, hinted strongly at the abolish- 
ment of the vocational school and stated that this 
might be possible, owing to the fact that labor unions 
refused to lower the bars to vocational school gradu- 
ates for fear of overloading the membership rolls and 
cheapening skilled labor, and Victor Olander, secre- 
tary of the Illinois Federation of Labor stated that it 
would be suicidal for the union to permit the invasion 
of “school children,” as he called them, to the field of 
skilled labor. 

Ralph C. Otis, another member of the Chicago 
School Board, stated that it was the worst sort of eco- 
nomical waste to continue the preparation of boys 
for vocational work when it was apparent that there 
were no jobs for them, and that there would have to 
be a sudden change on the part of the unions provid- 
ing an open door for the young people when they 
graduated from the vocational schools. 

Due very largely to the efforts of Harry C. Knise- 
ly, who has just retired from the presidency of the 
Sheet Metal Contractors’ Association of Chicago, and 
to David M. Haines, secretary of that Association— 
both of whom by the way are also officials of the 
Allied Sheet Metal Contractors’ Association of Chi- 
cago—the Sheet Metal contractors have secured the 
cooperation of the Sheet Metal Workers’ union in 
having courses in sheet metal work and pattern draft- 
ing installed in several of the manual training high 
schools of Chicago, and it would be a pity if this 
movement which has been started so auspiciously and 
which bids fair to improve the quality of work done 
in this important trade should have to be stopped be- 
cause of the attitude taken by some leaders among 
organized labor. 

One of the great troubles in the sheet metal trade is 
the woeful lack of technical knowledge and thorough 
practical experience gained by conscientious instruc- 
tion in the trade school, which is so obvious to every- 
one who is at all conversant with conditions, and 
every effort should be made by all who have the true 
interests of the sheet metal trade at heart not only to 
prevent the possibility of stopping vocational training 
in the public schogls but to have the courses enlarged 
and the facilities for teaching the young the theories 
of the trade increased. 








Every retail hardware dealer should make it a point 

to study the exceptionally high class window displays 

which are being shown in each issue of 

Efficiency in Ayertcan ARTISAN, being reproduc- 
Window . . ; 

Diastays. tions of the window displays that won 

Cash Prizes and Honorable Mention in 

the recent Window Display Competition conducted by 

AMERICAN ARTISAN, and furthermore, he should 

make certain that his employes who may have a 


leaning to window trimming also study them, in order 
that the full benefit may be realized for his business 
from their publication. 

On page 31 of the January first issue of AMERICAN 
ARTISAN was shown the window display which won 
first prize, and on page 22 of this week’s issue will 
be reproduced the window display that took second 
prize, together with a detailed description of its con- 
struction, and also a special article by James E. Fer- 
guson, the gentleman who arranged the window dis- 
play, on the particular points which he considers 
most important in producing an efficient, sales produc- 
ing arrangement. 

As is well known, AMERICAN ARTISAN was the pio- 
neer in the hardware field to urge the importance of 
good window displays as a means of increasing busi- 
ness—and no other hardware trade journal has de- 
voted even approximately the amount of space and 
money to emphasize this point that AMERICAN 
ArtISAN has done. The Window Display Competi- 
tions conducted by this publication for many years 
past have meant the outlay of a large amount of 
money, but the result which is evident in the great 
improvement in the art of displaying hardware is 
proof that the money has been well spent. 

Incidentally it is also worth noting that manufactur- 
ers, wholesalers, traveling salesmen, retailers and their 
employes have upon many occasions expressed their 
appreciation of the efforts put forth by AMERICAN 
ArTISAN in this regard. They realize that to this 
publication, probably more than to any other cause, is 
credit due for the great progress in the window dis- 
play art which is shown by a comparison of the win- 
dow displays submitted say ten years ago with those 
entered in the Competition recently closed. 

Hardware dealers may rest assured that AMERICAN 
ARTISAN shall continue to serve in this manner in the 
future as it has in the past—so that with every year 
that passes the individual dealer may be more efficient 
—which is the only reward we ask for our efforts. 








THE MANY charges of alleged price discrimina- 
tion and the recent heavy advances in gasoline prices 
have caused the Federal Trade Commis- 
The Advance sion to start an investigation into nearly 

in Gasoline : ‘ 
kien every phase of the production, refining, 
transportation and marketing of crude 

petroleum and the products derived therefrom. 

It was claimed that the Standard Oil Company sold 
gasoline in the state of Missouri at ten cents a gallon 
while in neighboring states prices were much higher, 
although the difference in freight from the oil fields 
to points in these states was less than one cent per 
gallon. 

The complaints are not, however, confined to the 
Company mentioned, many of the independent con- 
cerns being also accused of unfair practices. 

To “a man up a tree” there does not seem to be any 
valid reason why a staple article like gasoline should 
not be sold at practically the same price all over the 
country, proper allowance being made, of course, for 


the difference in freight, nor does there appear to be 
any good reason for the present high price of gasoline 
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which is now being charged and which is seven cents 
higher than that ruling only four months ago. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 

“Sometimes people are apt to misunderstand you,” 
said H. W. Beegle at the Hardware Club the other 
day, “even if you use very plain language” and to il- 
lustrate his point he told the following story: 

One afternoon a stranger debarked from a train 
at a hustling town in the west and headed up the 
street. Finally he met a party that looked like a native. 

“Pardon me,” said the stranger, halting the likeiy 
looking party, “Are you a resident of this town?” 

“Yes, sir,” was the ready rejoinder of the other. 
“Been here something like fifty years. What can I 
do for you?” 

“T am looking for a.criminal lawyer,’ 
the stranger. “Have you one here?” 

“Well,” reflectively answered the native, “we think 


we have, but we can’t prove it on him.” 





J 


responded 


“Tt is well known that whenever persons reach an 
unusually ripe, old age, certain concerns make it a 
point to use this person’s longevity as a proof of some- 
thing or other, from ascribing it to the abstinence 
from intoxicating liquors to the regular use of them 
in limited or unlimited quantities,” said the prominent 
authority on health and right living, Don McMillan, 
otherwise known as “The Hardware Salesman Who 
Never Carries a Sample Case, but Who Takes the 
Biggest Orders,” and then he told the following in- 
cident: 

A centenarian was being eagerly interviewed by re- 
porters and was asked among other things to what he 
attributed his long life and good health. 

“Well,” the old man replied, slowly, “I’m not in a 
position to say right now. You see, I’ve been bargain- 
ing with two or three of them patent medicine con- 
cerns for a couple of weeks, but I ain’t quite decided 
yet.” 

As is well known, A. Vere Martin, the wideawake 
president of the Hardware Club of Chicago, belongs 
to the class of hardware men who are sometimes re- 
ferred to as “gentlemen farmers,’ being the proud 
owner of a “country place” at Wheaton, Ilinois, some 
distance west of Chicago. 

One of his friends vouches for the truth of the fol- 
lowing incident: One day “Vere” drove to town 
after supper and at about 8 p. m. stopped his buggy 
in front of the postoffice. 

He heard a rooster crow, or what he recognized 
as a most accurate imitation of a rooster, and was 
surprised to see a group of prominent citizens staring 
at him with their mouths open. 

A rooster and two hens were found perched on the 
axle under the buggy. They had gone to roost there 
early in the evening and had come with him all the 
way from his farm. 

The open-mouthed citizens lost much of their in- 
terest in the situation when this discovery was made. 
They said they had thought the crowing was an imi- 
tation by the usually dignified Mr. Martin. 


The man who is to make good is not the one who 
is all the time looking for a way to get out of doing 
what is put up to him to do. It is the man who 
shoulders his responsibilities and assumes his duties 
wherever he finds them, and who looks for the way in 
which to do to the best advantage the thing he has 
to do. 

If one is looking for the easiest way to slip along 
through life, one may usually be found, but it will not 
be the way that leads to success, fame, glory, power, 
or to any other good thing. The slip-along way is no 
way for the man with red blood in his veins. It is 
merely a makeshift way for the man who doesn’t care. 

Whether a man is employer or employe the situation 
is the same. Whether the responsibility is in the form 
of an order from a superior or in the form of an 
obvious duty, it should be met squarely. To meet the 
responsibility, perform the task and leave the accom- 
plished work with one’s imprint of character upon it, 
is the mark of the man who is irresistibly on his way 
to success. To sidestep, to make excuses, to say, “I 
was not hired to do that,” “I didn’t understand it that 
way,” “I didn’t think it absolutely necessary,” is to 
write failure across one’s pathway to stumble over in 
the future. 

* * x 

[ was rather impressed with the following state- 
ment which Charles I*. Thwing, president of the 
Western Reserve University, Cleveland, Ohio, made 
recently with regard to education, and I believe you 
Will agree with the idea the professor brings out: 

education stands for fitting a boy or girl for a 
sphere; the greater the future sphere the better the 
education should be. Is there peril that one will be 
fitted for a sphere with an aptness too exact or an 
efficiency too great? 

Education consists in the discipline of enthusiasms, 
in the regulation of passion, in the guidance of emo- 
tions. Is there peril that this regulation will be too re- 
strictive ? 

I<ducation results in the enlargement and enrich- 
ment of character, in the transmutation of idols into 
worthy ideals. 

Is there a peril that character will become too noble ? 

ducation is, in fact or in result, the power of 
thinking. 

Are men in danger of thinking with too much com- 
prehensiveness or too close accuracy or too deep seri- 
ousness ? 

Education is, in fact or result, an acquaintance with 
the best that man has achieved or suffered in or re- 
joiced over. 

Are men in danger of a knowledge too extended or 
too thorough of all human conditions and elements? 

Education represents a training in liberty unto 
liberty. 

Man is in peril of either license or of civic slavery. 
But is he in peril of over-education in liberty? 

Education is enlarged sympathy with all sorts and 
conditions of men. It stands for human catholicity. 

Are men in peril of being too broad in their feel- 
ings toward all men? Are they in danger of being too 
democratic ? 
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REINHARDT JESKE. 





There are those who maintain that mechanics who 
receive their training on the other side of “the Big 
Pond,” as the Atlantic Ocean is sometimes called, are 
more efficient than those who are developed in this 
country and that, for instance, a sheet metal worker 
who learns his trade in Germany, England or any- 
where else in Europe is more likely to be an all- 
around expert than the man who becomes appren- 
ticed to a sheet metal contractor in Chicago, Milwau- 
kee or any other city in the United States. 

Be that as it may—and there are arguments on 
both sides—no one will gainsay the fact that Rein- 
hardt Jeske, the head of R. Jeske and Brother Com- 
pany, the well-known sheet metal contractors in Mil- 
waukee, Wisconsin, knows ev- 
ery angle of his business and 
can show the apprentice how 
to make a Tee joint or one of 
the most intricate cornice 
work designs. 

Reinhardt, to be sure, was 
born in the old country, but 
he was not old enough to 
have learned very much about 
the sheet metal business when 
he arrived in the United 
States, for he first saw the 
light in Prussian Poland on 
April 17, 1879, and he immi- 
grated with his parents in 
1880, locating in Milwaukee. 

Here he attended the pub- 
lic schools and at the age of 
sixteen was apprenticed in 
the general sheet metal shop 
of Biersach and Niedermeyer. 
later on he became connected 
with the firm of Hoffman 
and Baur, of which Louis 
Hoffman, who during the past 12 years served as 
president of the Master Sheet Metal Contractors’ 
\ssociation of Milwaukee, is a member. 

In 1904 young Jeske came to the conclusion that he 
knew enough of the sheet metal trade to go into busi- 
ness for himself and with his brother opened a shop 
under the firm name of R. Jeske and Brother. The 
business prospered, and in 1912 it was deemed advis- 
able to incorporate, the new name of the concern 
being R. Jeske and Brother Company. 

The Company does a general sheet metal contract- 
ing business, making and erecting metal cornices and 
skylights, fireproof metal windows and doors, tin, 
slate and tile roofing, heating and ventilating installa- 
tions and steel ceilings. Their shop is located at 111 





to 119 Reservoir Avenue, at the corner of Buffum 
Street. 

When the Master Sheet Metal Contractors’ Asso- 
ciation of Milwaukee was organized, Mr. Jeske be- 
came one of its first members, and he has taken an 
active part in the work which the Association has 
done to improve conditions among the sheet metal 
contractors, not only in Milwaukee but in the entire 
state of Wisconsin, having been instrumental in form- 
ing the Master Sheet Metal Contractors of Wiscon- 
sin and being one of its directors at the present time. 

At the annual election held on Wednesday evening, 
January 5th, 1916, Mr. Jeske was chosen president 
of the Milwaukee Association, and there is no doubt 
but that his administration 
will be an extremely success- 
ful one, inasmuch as there is 
a general movement among 
the sheet metal contractors 
all over the country for great- 
er cooperation and more ag- 
gressiveness in bringing sheet 
metal products into greater 
use and also for a general im- 
provement of conditions in the 
trade. Mr. Jeske is aggressive 
enough and knows his busi- 
ness so thoroughly that with 
him as a leader, the Milwau- 
kee Association bids fair to 
have a very prosperous year. 

Life in the big city never 
appealed very strongly to Mr. 
Jeske, and as soon as he was 
able to, he purchased himself 
a country home which is lo- 
cated in Thiensville, fifteen 
miles out of the city, on the 
Milwaukee River, and he 
comes in every day to look after his business, being on 
hand in time to see the men go to work in the morn- 
ing and also being on the spot when they report after 
completing their day’s labor. He is a thorough be- 
liever in the necessity for systematic keeping of ac- 
counts, and he knows to a dot the cost of every job 
that goes out of his shop. Talking overhead expense 
is one of his hobbies, and there is no question but that 
he owes his success in a very large measure to the 
fact that he is not afraid of adding a reasonable per- 
centage of his productive labor payroll to the bill for 
every job he turns out. 

Outside of business, he devotes his chief interest to 
his home life, although he also takes quite an active 
part in fraternal organization work. 


Aneel aett ETS 
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JOSEPH MICHAEL HOLLITZ. 


In the years immediately following the Civil War, 
the state of Wisconsin received a large increase of 
population by immigration and among those who set- 
tled here was a family by name of Hollitz. In this 
family there was a boy by name of Joseph Michael 
Hollitz. He was about one year of age when his 
parents came to this country, his date of birth being 
June 11, 1870. 

The family settled in Borton, Wisconsin, and here 
young Joseph grew up and went to school until he was 
fourteen years of age, when he moved to Milwaukee 
and in 1885 became apprenticed to Paul Jeske, who 
conducted a general sheet metal shop there at that 
time. 

Three years later he made 
a change and secured a posi- 
tion as foreman in the tin- 
and pieced-ware __ factory 
owned by J. P. Lindemann 
and Sons, remaining with this 
firm for three years until 
i891 when he became associ- 
ated with C. Stredy and Son, 
veneral sheet metal contrac- 
tors. 

In 1892 he formed a part- 
nership with George Bogen- 
berger under the name of 
Hollitz and Bogenberger, en- 
gaging in heating and ven- 
tilating installation and _ all 
sorts of general sheet metal 
work. The firm also handles 
the “H. and B.” warm air 
heaters, their shop being lo- 
cated at 445 Jefferson Street. 

Mr. Hollitz is a charter 
member of the Master Sheet 
Metal Contractors’ Associa- 
tion of Milwaukee and has taken a very active part 
in its work ever since the organization of that very 
progressive Association. 

In 1906 he was elected treasurer, succeeding George 
Schmitt when the latter passed away, and he has 
been re-elected every year to that office, the last time 
being January 5, 1916, when he was re-elected as 
treasurer. All this time he has been serving without 
bond, which is a distinct compliment and a sign of 
esteem on the part of his fellow members. 

To say that Mr. Hollitz knows the sheet metal busi- 
ness really does not give him full credit, for he has 
made it a point to post himself not only on the prac- 
tical end of the work but also on the technical fea- 
tures, and he is also known as one of the exponents 





of the idea that proper cost keeping systems are a 
necessary foundation for success in the sheet metal 
business as well as in any other line. 

His activity in his own business and in the Master 
Sheet Metal Contractors’ Association of Milwaukee, 
however, does not prevent him from taking an active 
part in many other organizations, which is no doubt 
due to the fact that he is of a very systematic turn of 
mind and is thus able to so arrange his work that he 
has always time to give to any particular call that may 
be made on him for special work. 

Hle is greatly interested in fraternal organizations, 
being a prominent member of the Benevolent and 
Protective Order of Elks, the Knights of Columbus 
and the Knights of (Al- 
hambra. He is one of the 
directors of the Sterling 
Building and Loan Associa- 
tion and chairman of the 
Ilouse Committee of the Co 
lumbus Institute of the 
Knights of Columbus. 

(Jne means of recreation is 
in the bowling game, and he 
has for many years been 
prominent in the Knights of 
Columbus Bowling League, 
having served one year as 
secretary, three years as 
treasurer, and four years as 
A short time ago 
his fellow members in the 


president. 


league gave him a_ very 
beautiful 
their admiration and good 
will by presenting him with 
a fine gold watch and chain 


demonstration of 


with a charm combining the 
insignia of the [‘lks and the 
Knights of Columbus. 

‘rom the foregoing, it will easily be seen that Mr. 
llollitz is a man of fine characteristics, and it is no 
wonder that he has a large number of friends, both 
among his fellow business men and in the various 
fraternal organizations to which he belongs, but inci- 
dentally it is worth noting that a man possessing such 
characteristics as Mr. Hollitz does is far more likely 
to make a success in life than is the person who ts 
always looking out for the main chance, as the saying 
is. It makes little difference from where the call 
may come, if the object is worthy of support “Joe” 
Hfollitz will give of his money, time and energy to- 
ward the desired goal, and it doesn’t take long to get 


him started. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








At the recent election held in Sarnia, Ontario, Can- 
ada, Thomas Doherty, a prominent stove manufac- 
turer, was chosen mayor of that city, being the only 
candidate for the office. 

I’. Tiemann Stove and Hardware Company, St. 
Louis, Missouri, has been incorporated with a capital 
stock of $50,000. The incorporators are Fritz Tie- 
mann, Otto H. Tiemann, Walter E. Tiemann, W. Bb. 
Kruse and George Waring. 

SALESMEN AND DEPARTMENT MANAGERS 


OF BORDEN STOVE COMPANY HOLD 
INTERESTING MEETING. 








The officers, department managers and _ traveling 
salesmen of the Borden Stove Company, Philadel- 
phia, held a meeting at the Manufacturers’ Club of 
Philadelphia, at which business conditions and pros- 
pects for 1916 were fully discussed. It was the con- 
sensus of all present that the stove trade was now 
entering upon a period of unusual activity, and that 
the Company would share largely in this increased 
prosperity. 

President F. M. Borden reviewed the business of 
the past year; first vice-president J. B. Borden spoke 
on “Our 1916 Business Policy”; second vice-president 
J. B. Smyth discussed “Borden Service,” and treasurer 
M. W. Layton spoke on “Opportunity” at the dinner 
which preceded the meeting. 
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PATENTS ODORLESS GAS HEATING STOVE. 





Harry Ivor, Chicago, Illinois, has been granted 
United States patent rights, under number 1,164,818, 
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for an odorless gas heating stove described in the fol- 
lowing: In a stove of the class described, the combin- 
ation with a burner having communication with a sup- 
ply of fuel, of a conduit or passageway for air and 
the products of combustion leading therefrom, said 
conduit having an upwardly extended enlarged cavity 
near the burner and provided with a horizontally dis- 
posed drum or casing, a fan rotatably mounted in said 
enlarged portion of the conduit vertically disposed and 


spaced apart apertured baffle plates located transverse- 
ly in said drum or casing, a liquid containing reservoir 
in communication with one end of the drum and lo- 
cated below the same, an air outlet conduit extended 
from the reservoir, and means within said reservoir 


for holding liquid in suspension. 
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HANDSOME CALENDAR DISTRIBUTED BY 
CHARLES E. COLEMAN. 





Charles E. Coleman, the well known mica man, 542 
South Dearborn Street, Chicago, has as usual had a 
handsome and unique calendar prepared which he is 
presenting to his friends in the trade. 
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PATENTS GAS COOKING STOVE. 








Johann Fritschi, Oftringen, Switzerland, assignor 
to Ida Kappeler, Zofingen, Switzerland, has secured 
United States patent rights, under 
number 1,165,587, for a gas cook- 
ing stove described in the follow- 
ing: A gas cooking stove compris- 
ing a support for the receptacle to 
be heated, a gas supply pipe, a 
burner having a mixing chamber, 
a distributing chamber to which the 
gas supply leads and having an ad- 
mission valve, passages leading from the distributing 
chamber to the mixing chamber and to the pipe for a 
pilot flame, said admission valve opening in one posi- 
tion the passage to the mixing chamber and closing 
the passage to the pilot flame and in the other position 
opening the passage to the pilot flame and closing the 
passage to the mixing chamber, a lever having one 
end pivoted to the support and the other end project- 
ing above the support so as to engage the bottom of 
the receptacle, another lever controlling the admission 
valve and having one end pivoted to the stove, a con- 
nection between the two levers and means for nor- 
mally holding the levers raised and the passage to the 
mixing chamber closed. 
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PORTSMOUTH STOVE AND RANGE COMPANY 
SENDS SOUVENIR TO TRADE. 








The Portsmouth Stove and Range Company, Ports- 
mouth, Ohio, is sending to the trade a useful souvenir 
in the shape of a rubber stamp for printing dates and 
marking orders, bills, etc. It has a white, celluloid 
cap bearing the trade mark of their line of Equity 
Stoves and Ranges. Those desiring these souvenirs 
and information of the products of the Company, 
should write to the Portsmouth Stove and Range 
Company, Portsmouth, Ohio. 
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PATENTS VENT CONTROLLER FOR COOK 
STOVES. 


Under number 1,165,387, United States patent 
rights have been granted to Key D. Camp, Milwaukee, 
Wisconsin, assignor to A. J. 
Lindemann and Hoverson Com- 
pany, Milwaukee, Wisconsin, for 
a vent controller for cook stoves 
described in the following: In a 
structure of the class described a 
grid plate provided with a vent 
aperture, a hollow boss formed on the plate, guide 
ribs on the plate, a valve plate slidably held by said 
ribs, a squared actuating rod journaled in the boss, a 
stop carried by the rod in the hollow of the boss, an 
angular actuating member having one arm mounted 
on the rod and its other arm extended through the 
plate, and a stop carried by the other arm of the mem- 
ber and serving to hold the arm against movement on 
the rod and to hold the valve plate in place. 











a 2 


HIGHER PRICES ON GAS RANGES. 
Manufacturers of Gas Ranges announce that orders 
for gas ranges and other appliances will continue to 
be taken at present prices only so long as the mate- 
rial for which they have previously contracted lasts. 
New prices on material are much higher, and dealers 
are therefore advised to place their orders for gas 
ranges and appliances immediately, so that they may 
be certain of getting delivery in time for the spring 
season at prices that are bound to be low compared 
with those which the manufacturers will be forced to 
ask when their present supply of material is exhausted. 
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PATENTS AUTOMATIC COOKING APPARATUS 








Ross M. G. Phillips, West Haven, Connecticut, has 
been granted United States patent rights, under num- 
ber 1,166,001, for an automatic cooking apparatus de- 
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scribed in the following: In a cooking apparatus, the 
combination with cooking compartment having ingress 
and egress drafts passages, of closures for the said 
passages, a burner located adjacent to the said inlet 
draft passage, and non-inflammable means for absorb- 
ing the vapors condensed within the said compartment, 
the said means being positioned to receive the drain- 


age of the compartment and the heat of the said 
burner. 
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AMERICAN ARTISAN RECEIVES MANY 
MESSAGES OF GOOD WILL. 





In addition to the many letters and messages of 
good will and cheer which were received by AMERICAN 
ARTISAN, the names of the senders of which were 
published in the January first issue, congratulations 
and good wishes for the New Year have been received 
from the following: 

S. S. Brill, Special Agent Department of Commerce, 
Boston. 

Buffalo Co-operative Stove Company, 
New York. 

George M. Wright, four term mayor of Worcester, 
Massachusetts, and president of the Wright Wire 
Company. — 

Frederick A. Feld, president New York State Stove 
Salesmen’s Association. 

Thomas EF. Parnell, Chattanooga, Tennessee, of the 
Old Guard. 

Charles W. Nichols, of Stanley Rule and Level 
Company, New Britain, Connecticut. 

IX. Harry Lewis, of M. W. Robinson Company, 
Brooklyn, New York. 

kK. I. du Pont de Nemours and Company, Wilming- 
ton, Delaware. 

Magee I'urnace Company, Incorporated, Boston. 


suffalo, 
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SHORT COURSE IN BUSINESS AT THE 
UNIVERSITY OF ILLINOIS. 


It will be remembered that the University of Illi- 
nois, Urbana, in 1915 offered a Short Course in Busi- 
ness which proved very successful, both in attendance 
and interest. 

Another Course is now offered by the University 
during the week of January 31st to February 4th. 
There will be no requirements for admission, nor 
will any fees be charged. 

The course is designed to afford those already in 
business an opportunity to broaden their knowledge 
of fundamental business principles and to get infor- 
mation about the best practice in their respective lines. 
Each period of class work includes a lecture on busi- 
ness principles and a discussion of their application 
in practice. 

During the week three conferences are held: Pur- 
pose and scope of commercial clubs; Retail salesman- 
ship and management; Important problems in travel- 
ing salesmanship. [Each conference is presided over 
by a well known business man, and the discussions, 
which are open to all, are opened by men especially 
selected for their success in business. The evening 
lectures on these days will likewise be delivered by 
prominent business men. 

sali - 

Frugality is good, if liberality be joined with it. The 
first is leaving off superfluous expense; the last be- 
stowing gifts to the benefit of others that need. The 
first without the last begets covetousness; the last 
without the first begets prodigality—William Penn. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 
———————————————— ————===— a 

The Frank Colladay Hardware Company, Hutchin- 
son, Kansas, will discontinue its retail business and 
will hereafter devote itself to the wholesale hardware 
line and manufacture of saddlery goods. 














John A. Knaak, a retail hardware dealer in Oak 
Park, Illinois, had a narrow escape from serious injury 
when the automobile he was driving skidded into a 
lime wagon and was partially wrecked. He crawled 
out from underneath practically unhurt. 
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NATIONAL CONVENTIONS TO BE HELD 
IN 1916. 





The following national conventions of associations 
of manufacturers, retailers, and wholesalers of hard- 
ware and kindred lines have been announced: 


National Association of Automobile Accessory Jobbers, 
at New York City, January 7, 8, 10 and 11, 1916. 

Stove Founders’ National Defense Association, at New 
York City, May 9, 1916. 

National Association of Stove Manufacturers, at New 
York City, May 10 and 11, 1916. 

American Iron and Steel and Heavy Hardware Asso- 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. 

National Retail Hardware Association, at Boston, Massa- 
chusetts, June 12 to 15, 1916. 

National Association of Sheet Metal Contractors, June 
2), 21, 22 and 23, 1916, at Peoria, Illinois. 

American Hardware Manufacturers’ Association, at Bir- 
mingham, Alabama, June 21, 22 and 23, 1916. 

Southern Hardware Jobbers’ Association, at Birming- 
nam, Alabama, June 21, 22 and 23, 1916. 

Old Guard Southern Hardware Salesmen’s Association, 
at Birmingham, Alabama, June 22, 1916. 


SLIDING DOOR ARRANGEMENTS FOR 
GARAGES. 


Builders of garages understand that one of the 
prime requisites of garage satisfaction is the correct 
door arrangement, ir- 
respective of any loca- 
tions or conditions, 
and to fulfill every de- 
sire or necessity, the 
Richards-Wilcox Man- 
ufacturing Company, 
Aurora, Illinois, have 
designed several slid- 
Right Angle Garage Door Outfit. ing door arrangements, 
one of which is herewith illustrated. This is a right 
angle sliding door outfit which, the Company says, 
will suit most cases and is especially adapted for 
garages where lack of room necessitates the erection 
of right angle doors. Two sizes in five styles of 
hangers are offered and each set is accompanied with 
a blue print showing details of attaching. This equip- 





ment and other garage door supplies are fully de- 
scribed in the Garage Door Equipment Catalog and 
the Locking Garage Door Booklet, both of which will 
be sent on application to the Richards-Wilcox Manu- 
facturing Company, 100 Third Street, Aurora, IIli- 
nois. 

pene res ae 


LIVE TOPICS ON PROGRAM FOR MISSOURI 
HARDWARE DEALERS’ CONVENTION. 





The following letter has been sent out by J. M. 
Campbell, president of the Missouri Retail Hardware 
Association, in which he calls attention to an impor- 
tant change in the program for the coming state con- 
vention from the plan which was followed formerly : 

To the Members of the Missouri Retail Hardware 
Dealers’ Association: 

The coming convention which is to be held in St. 
louis, ebruary 15, 16, 17 and 18, 1916, promises 
to be the most helpful of the 19 state conventions that 
have been held. The program is being arranged with 
a view of discussions on questions that you have to 
contend with every business day in the year. There 
are to be no set speeches, but every subject is to be 
threshed out on the floor by the members themselves. 

The following subjects have been selected by the 
l’rogram Committee and a leader appointed to take 
charge of each subject, sufficient time being given to 
each topic, so that the very best thoughts will come 
out in the discussion: “Trade Building,” “Buying,” 
“Selling,” “Profits,” “Is the Stove Department Satis- 
factory?” “Cash, Credit and Collection,” “Competi- 
tion,’ “Local Clubs and District Organization,” ‘The 
Convention and Association Work,” “Advertisements 
and Advertising Clubs,’ “Mutual Insurance.” 

There is to be a change in the regular order of con- 
vention work. The Suggestion Committee is to be 
appointed before the convention and is to bring sug- 
gestions in and have a full discussion of them before 
the last session, thereby giving the incoming adminis- 
tration a chance to find out what the members really 
want the officers to do for them. 

With this outline before you, as your executive 
officer, I urge upon you that you give one or more of 
these topics your very best thought and plan your 
work so that you will take the time and make this 
convention both profitable to yourself and the mem- 
bers generally. You will be through with your an- 
nual invoice, and you can do your spring buying while 
on this trip. 

With this appeal I wish that I may see you person- 
ally at the Missouri Convention in St. Louis Febru- 
ary 15 to 18. 

Yours truly, 
J. M. Campse i, President. 

Bowling Green, Missouri, January 4, 1916. 
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How Hardware Dealer Realized Profit 
Out of Dead Stock of Skates 


By Witi1am T. Gormtey of the Bullard and Gormley Company, Chicago, Illinois. 











Some time ago, a retail hardware dealer whom | 
have known for many years was in our store and 
passing by an aisle table on 
which we had a display of 
roller skates, remarked to 
me that he had about five 
dozen of various grades 
that he had bought about 
five years ago but which 
for some reason or other 
did not seem to move and 
that he would be glad to 
sell them to me at twenty- 
five cents a pair in order to 





Willlam T. Gormley. 


get rid of them. 

The ridiculously low price at which he offered them 
made me wonder for a moment as to whether the 
skates could possibly be in such bad condition that 
they could not be sold at all and when I asked him as 
to that he said that he was quite certain that they were 
all right, but that he “just could not sell them.” 

I then suggested that possibly the reason why he 
had not been able to sell the skates was that he was 
not showing them, and sure enough he told me that 
he got so tired having them around that they found 
a resting place on the top shelf in the rear part of his 
store. 

| am afraid that if the truth were told, the same 
condition would be found in a good many hardware 
stores. That some stecks are allowed to become un- 
profitable for no other reason than that the dealer 
fails to make any kind of effort to move them. If he 
has a call for an item in the line, he will be glad to 
show it, of course, but so far as bringing the line to 
the attention of possible purchasers is concerned, he 
falls short and then he blames the neighborhood, the 
line, the price—anything you can think of—for not 
being able to sell the article, when as a matter of fact 
the only reason why he did not sell it was that he made 
no intelligent effort to do so. 

In order to make it absolutely clear that there was 
not anything wrong with the skates, I asked the dealer 
to send me down a package, so that I might examine 
them and if they looked all right make him some sort 
of an offer for them. A few days later, the sample 
package of the skates was delivered, and I found 
that with a little rubbing up, they could be made very 
presentable and under the circumstances, should be 
sold for at least a dollar a pair. However, I did not 
make the dealer any offer for them, but told him 
that if he would get them down from the top shelf in 
the rear part of his store, clean them off a bit and then 
display them in a prominent place where people could 
see them, and put a good sized price card on the dis- 
play, he would have very little trouble in disposing of 
them. 


This was about four weeks before Chrictmas and I 
was informed a few days ago that the dealer had not 
only disposed of the five dozen he had on hand but 
had reordered and had sold two or three dozen more. 
In addition to this he had also gotten a good start 
among the boys of the neighborhood for ice skates, 
and thus, simply by a bit of ordinary common sense, 
he had been able to transform what to him had ap- 
peared as absolutely dead stock into profitable mer- 
chandise at actual cash profits. 

It might be of interest in this connection to call at- 
tention to the fact that almiost any retail hardware 
dealer who is located in a place where facilities are 
presented or can be made possible for outdoor skating 
can build up a very nice business on ice skates, and 
also that it is by no means too late at this time to 
make a start to get some of that business. There are 
ten weeks in which there should be good skating 
weather in most parts of the country where ice skating 
is indulged in at all, and with a little ingenuity and 
aggressiveness, the retail hardware dealer can work 
up quite a considerable business that will yield a good 
profit, on ice skates and other articles that naturally 
go with ice skates, such as skating shoes, straps, 
sweater coats, vacuum bottle outfits and many other 
articles that will suggest themselves and which will be 
in demand by the devotees of this very healthful 
sport. 

Just at the present time, there is being carried on 
in Chicago a campaign by one of the daily news- 
papers which has resulted in quite a rivalry among the 
boys and young men who skate on the park lagoons of 
the city. Contests are being held for fancy skating, 
and endurance races as well as short distance races are 
being pulled off—all of which naturally tends to center 
the attention of the young people who skate, on the 
hardware store that links itself up with this campaign 
by advertising in newspapers, circulars and featuring 
skates and accessories in its window displays. 





The same sort of interest can easily be worked up 
in other commodities, and the effort made will be well 
paid for in increased sales and profits at a time when 
business under ordinary circumstances might other- 
wise be rather dull. 


rf 


Chicago, January 3, 1916. 
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The retailer who is afraid to collect accounts 
should do business on a cash basis, but the retailer 
who will extend to his customers a credit of thirty 
days—and no more—is the retailer who will get the 
most business and make the largest profits. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








WINDOW DISPLAY WINNING SECOND PRIZE 
IN AMERICAN ARTISAN WINDOW 
DISPLAY COMPETITION. 


The window display awarded second prize in 
AmerIcAN ArtisAN Window Display Competition 
which came to a close on December 15, 1915, is shown 
in the accompanying illustration. It is an exhibit of 
Thanksgiving needs and was arranged by James E. 








A pedestal in front of the oval displayed several food 
choppers back of which was pasted a picture of a 
turkey, and the stand held a large card announcing 
“Carvers for the Thanksgiving Turkey.” 

On the corner uprights, on the walls and on the 
floor were displayed various styles and sizes of carving 
sets, corn poppers, food choppers and nut crackers. 
Leaves strung over the tops of the corner supports 
and around the oval lent an artistic touch to the dis- 
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Window Display of Thanksgiving Needs Winning Second Prize In AMERICAN ARTISAN Window Display Competition. 
Arranged by James E. Ferguson for the Jordan Hardware Company, Willimantic, Connecticut. 


Ferguson of the Jordan Hardware Company, Willi- 
mantic, Connecticut. 

It will be noted, on comparing this window display 
with the one winning the first prize, that the ideas fol- 
lowed in preparing this arrangement closely coincide 
with those embodied in the other. Both decorators 
seem to have the same conception of the most excel- 
lent window display—to feature one line of hardware 
in a roomy, uncrowded fashion, and to emphasize the 
desirability of each article by stating its price. 

The window measured seven by twelve feet and the 
color scheme employed in decorating it was very sim- 
ple, the large oval in the background and all the wood- 
work being painted tan and the draperies forming the 
background and sides being of a dark blue color. The 
oval was cut of composition board and the center por- 
tion was covered with black and white striped cloth. 


play which was enhanced by the beautiful brackets and 
the folds of the blue draperies. 

Each article, as previously stated, bore a price tag 
to give the onlooker a clear notion of the relative 
value and merit of each item he saw. Thus was the 
attractiveness of the window display emphasized, and 
without doubt many sales of these articles resulted. 

Sidigadcasciaheltatasiaielediintie 

Be particular about the appearance of the store and 
aim to have it attractive at all times and you will find 
that the customer will many times remark about it, 
perhaps not to you always, but to her friends and that 
is good advertising, the kind that no merchant can 
beat. Give them something to talk about all the time 
which is connected with your store and you will soon 
discover that you are getting a lot of advertising at 
practically no cost whatever. 
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WINNER OF SECOND PRIZE IN AMERICAN 
ARTISAN WINDOW DISPLAY COMPETITION 
COMMENTS ON CHIEF REQUISITES 
FOR SUCCESSFUL WINDOW 
DISPLAYS. 


The winner of the second prize in the AMERICAN 
ARTISAN Window Display Competition, James E. Fer- 
guson, has been connected with the Jordan Hardware 
Company, Willimantic, Connecticut, for a number of 
years, and many of his excellent window displays 
have been reproduced in AMERICAN ARTISAN, so that 
his ability as a hardware window trimmer is generally 
recognized throughout the country. 

At the request of AMERICAN ARTISAN, Mr. Fer- 
guson has prepared the following article in which he 
comments on some of the important points in arrang- 
ing good window displays, and we feel certain that his 
ideas will be read with interest and utilized with 
benefit by many of our readers: 

To AMERICAN ARTISAN: 

All merchants are to-day aware of the ability of 
the show window to sell goods if the goods are prop- 
erly displayed, and it is only natural that every mer- 
chant wishes to take advantage of every opportunity 
offered by his windows. 

In a sense, the window is the index to the store and 
the store is judged accordingly. 

Some merchants insist upon crowding the window 
as full as possible, with little regard for arrangement 
or the appearance of the merchandise. Show just as 
much as possible without crowding. 

Every trimmer should try to be original. Original- 
ity is soon recognized, appreciated and talked about, 
and that is just what every business man wants. 

Last but not least is cleanliness. Always keep the 
window bright and clean. A good display in a win- 
dow with cobweb trimmings does not jibe. See to it 
that the window is given a thorough cleaning every 
time the display is changed, and make the changes 
often. 

James E. Fercuson. 

Willimantic, Connecticut, December 22, 1915. 
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SHOTGUNS WITH EXCLUSIVE FEATURES. 








The exclusive features embodied in the wide range 
of models of the Iver Johnson Champion single barrel 





Iver Johnson Champion Shotgun Model 39. : 
shotgun are said to explain in a large measure their 


popularity and favor with sportsmen for the past 
forty years. The most important of these superior 
characteristics are thus enumerated by the manufac- 
turers: The barrel and lug are solidly forged from a 
single piece of high carbon steel, making breakage at 
that point impossible. A compensating locking bolt 
automatically takes up the wear and insures a firm 


union between the barrel and frame. The joint pin 
and frame are solid, and coil springs have superseded 
the less reliable flat wherever possible. The finish is 
of the highest grade, the stock being hand rubbed, the 
frame case hardened and the barrel brown finished. 
The accompanying illustration shows the Model 39 
Champion shotgun—a light weight gun described as 
being neat, compact and nicely balanced. It is a three- 
piece take-down gun with full choke bore, toy snap 
action and half pistol grip, and can be furnished with 
automatic ejector and other grips if desired. For 
further details, address Iver Johnson’s Arms and 
Cycle Works, Fitchburg, Massachusetts. 


NEW SECRETARY OF AMERICAN IRON, STEEL 
AND HEAVY HARDWARE ASSOCIATION. 





Arthur H. Chamberlain has been appointed secre- 
tary-treasurer of the American Iron, Steel and Heavy 
Hardware Association, his duties commencing Janu- 
ary I, 1916. 
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CLOTHES WRINGERS FOR ALL KINDS OF 
TUBS. 


—___ 





The Horse Shoe Brand Universal clothes wringers, 
furnished either with plain bearings or steel ball 








Horse Shoe Brand Universal Wringer. 


bearings, are described by the manufacturers as em- 
bodying all the latest improvements, and are made for 
use on stationary tubs, ordinary tubs, washing ma- 
chines, etc. As shown in the accompanying illustra- 
tion, the wringer has enclosed cog wheels which 
eliminate the possibility of catching the clothes or 
fingers in the gears, and is equipped with a revers- 
ible waterboard. Besides these, the wringer has com- 
bination tub clamps to hold it firmly to the tub, and all 
metal parts are galvanized to prevent rust and the 
staining of the clothes. The manufacturers warrant 
it three years for family use and will send full par- 
ticulars of their entire line of wringers to those ad- 
dressing the American Wringer Company, New York 
City. 

Cleanliness is what every hardware dealer should 
aim to have prevalent in his store, but then it is not 
to be overdone as so many are apt to do. It appears 
that in some instances a merchant believes that be- 
cause he starts to clean up he should become painful 
in his endeavor and therefore spoil the whole thing, 
for no one likes to see anyone overdo a good thing. 
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Enterprise Manufacturing Company of 
Pennsylvania Celebrates Golden Jubilee 








The Enterprise Manufacturing Company of Penn- 
sylvania, founded in the year 1866, will soon celebrate 
its Golden Anniversary—after fifty years of steadily 
increasing manufacture of hardware specialties that 
have attained a world wide reputation. 

Its original incorporators, headed by T. Henry 
Asbury, were John G. Baker, John R. Seltzer, Lewis 
W. Klahr, and J. K. Smith, and, in the year men- 
tioned, they commenced business on the second floor 
of the old Colonial building at the southwest corner 
of Fourth and Library Streets, Philadelphia—within 
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The first specialties introduced were a screw-cut- 
ting indicating device and a molasses measuring faucet. 
These were followed by coffee mills which have now 
been developed into every form and size of grinding 
and pulverizing mills, from the kitchen type to the 
roasters’. Then came the famous Mrs. Potts’ sad iron 
—known in the trade as the Enterprise sad iron; this 
was followed by the Enterprise meat and food chop- 
pers which now range from a kitchen utensil to the 
great power driven machines required in the largest 
packing houses; next came the sausage stuffing ma- 
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The Present Enterprise Plant, Covering Two City Blocks In Philadelphia. 


the shadow of Independence Hall. And there, with the 
beginning of the Enterprise Manufacturing Company, 
were inaugurated new ideals in hardware manufac- 
turing which have been maintained for fifty years, and 
to quote the founder’s sons and successors, will be 
continued for the years to come. 

our years after its inception, in 1870, the Com- 
pany removed to its own factory building, erected at 
Dauphin and American Streets, which at that time 
was regarded as a model structure for hardware man- 
ufacturing purposes. Here the enterprise thrived in 
size, in spirit and in the variety of its specialties. 
Wherever T. Henry Asbury and his associates could 
invent or improve, they invented and improved ; when- 
ever an outside inventor—like the wise and able Mrs. 
Potts—came along with a device that by any means 
saved time, lightened labor or enhanced efficiency, 
they bought. No price was too large for them to pay 
and no trouble too great to assume; the factory kept 
on growing and growing; the materials kept on re- 
fining and.refining, while the manufacturing processes 
whittled down error’s possibility. 


chines that not only saved time and labor in sausage 
making, but at the same time served as the most 
efficient lard and fruit presses. After these, the Com- 
pany added grist mills, dried beef shavers, improved 
bung-hole borers and tobacco cutters, a nut cracker 
that really got the best of the pecan, a tincture press 
and a cork press, lawn sprinklers, meat juice extrac- 
tors, fruit, wine and jelly presses, cherry stoners, 
raisin and grape seeders, vegetable slicers, ice shred- 
ders, porch supports, flag pole holders, cobblers’ kits, 
etc., whole lines of machines being established to util- 
ize electrical power. 

The continual appearance of new _ specialties, 
coupled with incessant advertising through all forms 
of media by which the hardware dealers and the con- 
suming public could be reached, contributed to make 
the Company a national institution and later of world 
wide importance. By the year of 1883, Enterprise 
specialties were being exported to practically all the 
countries of the world. The business had been built 
on quality and because of this, each year brought 
growth and progress, until now, the “model” factory 
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of 1870 has developed into the present great manu- 
facturing plant covering two city blocks. 

The organization is at present directed by the 
founder’s sons, Harry E. Asbury and Charles W. 
Asbury. They entered the business via the moulding 
shop and foundry, starting at the signal of the morn- 





The Late T. Henry Asbury, Founder of the Enterprise 
Manufacturing Company. 


ing whistle, and their apprenticeship in the actual mak- 
ing of goods continued for four years. In 1890, the 
sons received responsibilities in the management and 
soon after were elected to the Board of Directors. 
In 1897, they were invested with complete executive 
control, at which time the father, T. Henry Asbury, 
assumed an advisory relation to the affairs of the 
Conapany, in which capacity he remained until shortly 
before his death in 1907. 

Throughout their history, the Enterprise Manu- 
facturing Company have maintained high ideals in 
their business transactions, and in commemorating 
their fiftieth anniversary, have issued a souvenir book- 
let containing the “Enterprise Code,” which includes 
3e originators; Produce quality 


such maxims as: 





seeaainaameaaneae 





First Factory Erected by the Company in 1870 at American 
and Dauphin Streets, Philadelphia. 


hardware only; Serve the distributor by creating a 
demand, and Protect both the wholesalers and retail- 
ers by consistently adhering to a fair, open sales pol- 
icy. 

The booklet, which is in the form of an imitation 
of a gold medal, contains illustrations of the first En- 
terprise factory, of the founder and its present execu- 


tives and of a double page advertisement of the Com- 
pany in a publication dated June, 1879. It also lists 
the specialties manufactured by the Company. The 
immense production and sales of the organization 
indicate quite obviously that the efforts in this 
direction have always borne the most satisfactory re- 
sults, making the Enterprise Manufacturing Company 
of Pennsylvania justly famous for originating, per- 





Harry E. Asbury and Charles W. Asbury, Present Executive 


Officers of the Company. 


fecting and producing hardware specialties, each de- 
signed to accomplish its purpose better than was ever 
done before. 

a 


MISSOURI RETAIL HARDWARE AND IMPLE- 
* MENT ASSOCIATION CONVENTION AT 
ST. LOUIS FEBRUARY 15-18. 


The Convention and [¢xhibit of the Missouri Retail 
[fardware and Implement Association will be held on 
february 15th to 18th at St. Louis and the headquar- 
ters will be at the Marquette Hotel, 18th and Wash- 
ington Avenues. 


.-rea- -—- 


PATENTS SPRING BINDING POST. 


David K. Kuskin, New York City, assignor to the 
American [ver Ready Company, New York City, has 
secured United States patent rights, 
under number 1,165,519, for a spring 
binding post described herewith: \ 
spring binding post comprising a con- 
sheet 


tinuous ribbon like strip of 


metal having a reversely bent middle 





spring portion and having co-operative first and sec- 
ond wire gripping portions forming opposite longi 
tudinal continuations from opposite ends of the inter- 
mediate bent spring portion, the first wire gripping 
portion projecting with a free end toward the second 
wire gripping portion, and the second wire gripping 
portion being composed of spaced wire gripping mem 
bers one of which projects with a free end toward the 
first wire gripping portion and provides an open en- 
trance space between such free end and the other wir 
gripping member for the entrance of the free end of 
the first wire gripping portion, wire receiving seats 
being provided for each of the wire gripping portions 
on 
Prosperity drives away asperity and all other symp- 


toms of grouchitis. 
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ANNUAL CONVENTIONS OF THE RETAIL 
HARDWARE ASSOCIATIONS. 


In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 
dresses of the respective secretaries: 

Western Retail Implement, Vehicle and Hardware As- 
sociation, January 11 to 13, 1916, at Kansas City, Missouri. 
H. J. Hodge, Abilene, Kansas, secretary. 

Colorado Retail Hardware Association, January 18, 19 
and 20, 1916, at Denver. J. H. Jenkins, Pueblo, secretary. 

Pacific Northwest Hardware and Implement Associa- 
tion, January 19 to 21, 1916, at Spokane, Washington. E. E. 
Lucas, Hutton Building, Spokane, secretary. 

Oregon Retail Hardware and Implement Dealers’ As- 
sociation, January 25 to 28, 1916, at Portland. H. J. Altnow, 
Milwaukee, secretary. 

Indiana Retail Hardware Association, January 25 to 28, 
1916, at Indianapolis. M. L. Corey, Argos, secretary. 

West Virginia Retail Hardware Association, January 
25 to 27, 1916, at Clarksburg. J. H. Morgan, Morgantown, 
secretary. 

Texas Retail Hardware Association, January 25 to 27, 
19]6, at Houston. Henry Marti, Dallas, secretary. 

South Dakota Retail Hardware Association, February 
1 to 4, 1916, at Sioux Falls. FE. C. Warren, Mitchell, secretary. 

Wisconsin Retail Hardware Association, February 2 to 4, 
1916, at Milwaukee. P. J. Jacobs, Stevens Point, secretary. 

Illinois Retail Hardware Association, February 8 to 1], 
1916, at Chicago. Leon D. Nish, Elgin, secretary. 

Pennsylvania and Atlantic Seaboard Retail Hardware 
Association, February &, 9, 10 and 11, 1916, at Pittsburgh. 
W. P. Lewis, Huntingdon, Pennsylvania, secretary. 

Nebraska Retail Hardware Association, February 8 to 
11, 1916, at Lincoln. Nathan Roberts, Lincoln, secretary. 

Kentucky Retail Hardware Association, February 15 to 
17, 1916, at Louisville. J. M. Stone, Sturgis, secretary. 

Missouri Retail Hardware Association, February 15 to 
18, 1916, at St. Louis. Frank X. Becherer, 5136 North 
Broadway, St. Louis, secretary. 

Michigan Retail Hardware Association, February 15 to 
18, 1916, at Grand Rapids. Arthur J. Scott, Marine City, 
secretary. 

New York Retail Hardware Association, February 15 
to 18, 1916, at Buffalo. John B. Foley, Syracuse, secretary. 

North Dakota Retail Hardware Association, February 
16, 17 and 18, 1916, at Grand Forks. C. N. Barnes, Grand 
Forks, secretary. 

Minnesota Retail 
to 25, 1916, at St, Paul. 
retary. 

Ohio Hardware Association, February 22 to 25, 1916, at 
Cleveland. James B. Carson, Dayton, secretary. 

Connecticut Retail Hardware Association, February 25 
and 24, 1916, at Hartford. Henry S. Hitchcock, Woodbury, 
secretary. 

lowa 
March 3, 
secretary. 

California State Retail 
14, 15 and 16, 1916, at San Francisco. 
secretary. 

Arkansas Retail Hardware Association, Mav 9, 10 and 
11, 1916, at Little Rock. Grover T. Owens, Little Rock, 
secretary. 

New England Hardware Dealers’ Association, June 12 to 
15, 1916, at Boston. George A. Fiel, Boston, secretary. 

National Retail Hardware Association, June 12 to 15, 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 


Hardware Association, February 22 
Hi. O. Roberts, Minneapolis, sec- 


Association, February 29 to 
R. Sale, Mason City, 


Retail Hardware 
1916, at Des Moines. A. 


Hardware Association, March 
L. R. Smith, Oakland, 


-o+ 


REGISTERS TRADEMARK FOR WASHBOARDS 


Under serial number 87,950 
copyright has been granted to Au- 
gusta Marie MacKinnon, Boston, 
Massachusetts, for the trademark 
shown in the accompanying illus- 
tration. The particular description 

PEBBLE of goods is washboards. It is 
WASHBOARD aimed that the trademark has 


been used since June 24, 1915, and the application was 
filed July 15, 1915. 


6... 
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UMBRELLA BAR FOR DRYING CLOTHES. 


A very handy device for drying clothes in the 
household, known as the Umbrella Clothes Bar, is 
manufactured by 
the  Martcross 
Company, = Chi- 
cago. It has re- 
ceived the  in- 
dorsement of the 
Good Housekeep- 
ing Institute, be- 
ing said to lighten 
the burden of 
keeping the 
clothes clean, as 

Martcross Clothes Bar. the radiating 
arms, shown in the accompanying illustration, provide 
an unusually large drying space and allow free air cir- 
culation, thus insuring rapid drying and perfect aera- 
tion; the independent operation of the arms makes it 
possible to use as much or as little of the bar as may 
be required at one time; the revolving head enables 
one to bring any of the arms within easy reach, and 
the bar folds to a handy compact size, as illustrated 
herewith, which can be kept in any corner or small 
space. The manufacturers offer two sizes, with twelve 
or sixteen hardwood arms, two feet long. Further 
particulars can be obtained from the Martcross Com- 
pany, 164 North Wabash Avenue, Chicago. 
ARKANSAS HARDWARE DEALERS CHANGE 

DATES OF ANNUAL CONVENTION 

TO MAY 9, 10 AND‘II. 


— 





OPEN 












CLOSED 











The Executive Committee of the Arkansas Retail 
Hardware Association has decided to change the dates 
for the state convention to May 9, 10 and 11. The 
convention will be held in Little Rock, and the ad- 
dress of ‘the secretary is Grover T. Owens, 314 
Bankers Trust Building, Little Rock. 

-oo 


PATENTS MILITARY SHOULDER ARM. 


Thomas C. Johnson, New Haven, Connecticut, as- 
signor to Winchester Repeating Arms Company, New 
Haven, Connecticut, 
has procured United 
Y. States patent rights, 
under number 1,165,- 
976, for a _ military 
shoulder de- 
scribed herewith: In 
a military shoulder arm, the combination with the re- 
ceiver thereof, of a forestock, a tie piece located there- 
in, and one or more tie bolts connecting the said re- 
ceiver and tie piece for holding the forestock solidly 
against forward longitudinal displacement. 





arm 








We believe that friendship and not force, the spirit 
of the just law and not the violence of the mob, should 
be the recognized rule of administration between 
American nations and in American nations.—James 


G. Blaine. 
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HEADQUARTERS OF OHIO HARDWARE 
CONVENTION TO BE AT HOLLENDEN 
HOTEL, CLEVELAND. 


The headquarters of the Annual Convention of the 
Ohio Hardware Association which is to be held Febru- 
ary 22 to 25, at Cleveland, will be at the Hollenden. 
Secretary James B. Carson states in a letter to 
AMERICAN ARTISAN that indications are that the at- 
tendance will be the largest in the history of the Asso- 
ciation. 





REGISTERS PATENT FOR KEY LOCKS. 





Edward Willey Marvel, Philadelphia, has secured 
United States patent rights, under numbers 1,166,380 
and 1,166,381, for two 
styles of key locks de- 
scribed in the following: 

Number 1,166,380: In a 
key lock, the combination 
with a slide bolt; of mech- 
anism arranged to normal- 
ly detain said bolt in locked 


4 1,166,380 _ 

















position, so constructed and arranged as to require the 
operation of two keys to unlock said bolt; and change 
mechanism whereby the other mechanisms aforesaid 
may be set to permit the lock to be operated by one 
key. 

Number 1,166,381: In a key lock, the combination 
with a slide bolt; of a rotary key hub with two sep- 
arate keyways, respec- 
tively for a guard key 
and for main keys ; main 


7X 1,166,381 


tumbler mechanism § ar- 
ranged to detain and re- 


lease said bolt in accord- 











ance with the position 
thereof; guard tumbler 








mechanism arranged to detain and release said bolt 
in accordance with the position thereof, including a 
guard lever and a detent for said main tumblers; re- 
leasing mechanism, including a releasing tumbler, and 
a lug on said slide bolt in co-operative relation with 
said guard lever, arranged to release said detent; a 
fence pivotally connected with said slide bolt; and 
auxiliary tumbler mechanism operatively connected 
with the main tumbler mechanism ; whereby when said 
bolt is in locked position the guard tumbler mechan- 
ism prevents the operation of the main tumbler mech- 
anism, so that the guard tumbler mechanism must be 
operated by the guard key, to permit the main tumblers 
to be operated, and some of the latter must be oper- 
ated by a main key to set the auxiliary tumblers to 
permit the bolt to be shifted to unlocked position, by 
operation of the main tumblers, by another main key. 





BUILD BUSINESS ON PROPER FOUNDATION 

The following article, which was prepared by S. D. 
Kretzer, of the St. Louis Lightning Rod Company, 
St. Louis, Missouri, contains so much real, sound 
business sense which is applicable to the hardware, 
warm air heating and sheet metal trades that 


AMERICAN ARTISAN is glad to give it further pub- 
licity : 
Quote Prices—Send Samples. 

With possibly a few exceptions, I believe that there are 
more manufacturers in the lightning rod industry who are not 
making a success of the business, either for themselves or for 
their customers, than in any other specialty line. Why is it? 
The business is not one in which it is necessary to take any 
dangerous risks, neither is it because the demand for light- 
ning rods is decreasing. It may be and it may not be due 
to the fact that there is less average business ability amongst 
lightning rod manufacturers than there is amongst manufac- 
turers engaged in other specialty lines. One of the principal 
reasons, however, is because entirely too much rod is sold by 
price. It is because years ago some individual without back- 
bone enough to enable him to keep his head up, started the 
practice of making the price sell the goods. All that he 
wanted was a chance to figure. 

He is the individual who commenced to educate dealers 
to say “Quote prices, and send Samples.” 

A lightning rod company that is worthy of even being 
considered as a probable base for your lightning rod supply 
is not looking for an opportunity to figure with you and the 
sooner you realize this the better you are off. If a man must 
figure, his mind is certain to be on the figures—if he must 
whittle and shave, and study how he can still whittle and 
shave a little closer, he is not studying how he can best serve 
and benefit you. 

The biggest folly that a retail dealer in lightning rods 
can commit is to fall for the temptation of low prices. The 
practice of figuring on a man’s business is a practice that the 
retail trade should stamp out—yet it seems there are enough 
retail dealers in the business who are continually falling for 
the low price proposition to enable certain manufacturers to 
keep up this practice which only spells failure in the end, both 
for the manufacturer and the retail dealer. The man who 
considers your distribution problems—the man who when 
doing business with you keeps his mind centered upon your 
dealings with the property owner is the man who ts going 
to make profits for you. 

As I have stated in previous issues the major portion of 
the distribution work of the retail lightning rod dealer should 
be the work of the lightning rod manufacturer, that is, the 
plans, the systems, the methods, etc. Do you realize this? 

If you were lying in bed, sick and helpless, and were to 
call in a number of physicians and ask them to submit bids 
on the medicine they would consider necessary for you, the 
chances are that vou would go to the observation ward of 
some insane asylum in spite of the best efforts of all of your 
friends. You would not be considered a safe person to be left 
unconfined. 

If a manufacturer who ran up against a series of per- 
plexing problems was to call in a number of consulting engi- 
neers and ask each one to submit his ideas and his plans, 
together with a price, about how many prices do you think 
would be submitted? Yet it would be just as reasonable for 
a sick man to get bids from a number of doctors or a manu- 
facturer to request bids from several consulting engineers as 
it is for a retail dealer in the lightning rod business to ask 
that a number of lightning rod manufacturers submit propo- 
sitions to him and then bid against each other for the busi- 
ness. 
It is a sign of short-sightedness for a dealer to merely 
ask for samples and prices and utterly disregard the manu- 
facturer’s proposition to help the dealer to resell his goods at 
a_ profit. 

It is folly for the retail dealer to expect high-class serv- 
ice and assistance if he goes about buying his lightning rod 
material in this manner. It is not right, nor is it fair to 
expect the manufacturer, through his representative, to give 
freely and without price the full benefit of knowledge acquired 
through years of experience and then bid for the business, or 
in many cases for a single order which likely amounts to 
much less than the real value of the ideas submitted. 

The doctor, the consulting engineer and the lightning rod 
manufacturer are all alike in at least one respect. They are 
all selling their knowledge of the business (1, of course, refer 
to a lightning rod manufacturer who is conducting his busi 
ness along proper specialty lines, not to a mail order concern) 

their ability to prescribe the right article for the trade at the 
right time and in the right place, and the astute business man 
of today who finds himself in need of the services of a physi- 
cian or his business in need of effective, up-to-date service, 
sends for the man who he has reason to believe can do him 
the most good and pays the bill without question. 
es e+ 


The farmer does not buy from the mail order 
houses because he has any special affection for them 
and lack of it for the home merchant. He buys from 
them because they have spent millions of dollars in 
giving him the impression that in no other way can he 
get the most purchasing power out of his dollars, 





| 
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HOW RETAILER MEETS COMPETITION OF 
MAIL ORDER HOUSES. 


At the annual convention of the Retail Merchants’ 
Association of South Dakota, at Sioux Falls, H. Leslie 
Wildey, Graettinger, lowa, spoke on “Meeting Catalog 
House Competition.” 

Mr. Wildey has gained fame throughout the central 
\West for his strenuous and efficient methods in devel- 
oping “Home Trade” in his community, and his ad- 
dress, with its many practical illustrations, is of inter- 
est to every retail hardware dealer whose business is 
affected by the mail order houses. His address fol- 
lows in part: 

Gentlemen, it is an honor and a privilege which I most 
sincerely appreciate, to appear before you and talk upon this 
subject. There are men before me at whose feet I would 
gladly sit and learn. My position seems to be a great deal 
like that of an instructor in criminal law who said, “I have 
the reputation of being a great criminal lawyer, and as a mat- 
ter of fact I haven’t tried a criminal case in twenty years.” 

[ don’t want you to think I have always been successful 
in my fight against the mail order houses, for I haven't. I 
don’t want you to think that the catalog houses are not 
shipping in goods to my territory, for they are, but it is not 
because I don’t know about it. 

DEALERS ASLEEP AT THE SWITCH. 

| have talked with a great many merchants, and I find 
only one here and there who seems to be aware of the in- 
roads of the mail order houses. They usually minimize the 
amount of goods they sell and that comes into their territory, 
but the fact is that thousands of orders are received from 
our territory every day by the catalog houses, and it is time 
we put away false pride, and admit that we have been asleep 
at the switch. It is due to the retailer and the jobber that 
the business of the mail order houses has reached its present 
size and influence, because we have seen abuses creep in and 
have not lifted our voices in protest. 

AN EXAMPLE OF INDIFFERENCE. 

The work that I have been doing in this fight is work that 
should have been done by other retailers years ago. Two 
years ago a man whom I consider the best posted retail hard- 
ware man in the United States, addressed the state conven- 
tions of four states. He urged those present to write some 
letters to a half dozen manufacturers whom he named. All 
told three thousand retail hardware men raised their hands 
and promised to write the letters. I referred to these facts 
in my talks last year. We have found that of the hundreds 
who raised their hands, only thirty wrote. Some time after 
I made my last speech the last chapter of this story came. 
The mian who has supplied this information ascertained that 
about eighty letters were written, and of those written to 
eight had replied, and that those in turn had been written to, 
and only one had written a third letter. It is hardly encum- 
bent upon me to produce any further proof that the retail 
dealer is asleep at the switch. 

WHAT LIVE MERCHANTS COULD DO. 

There is not a retail dealer but who could make a dent 
in the business of the catalog houses if he would. I had a 
conversation with the manager of one of the catalog houses 
which was a very interesting one to me at least. Among other 
things I told him was if I could have five hundred live retail 
merchants within a radius of five hundred miles of him, that 
would undertake it, that we could put them out of business in 
two years. Gentlemen, I believe that statement is true. 

A COMMON FIGHT. 

1 am not here to antagonize you. I am an ordinary retail 
merchant like the rest of you. There is no speaker on this 
program whose interests are more identified with yours than 
are mine. I am talking to you because this is not the fight 
of one man or group of men, but the fight of every man who 
is engaged in the retail business. I am talking to you because 
I need your help in this fight fully as much, if not more, 
than you need mine, and I know that together we can do 
something. I am talking to you because I know that your in- 
difference is due to ignorance and hopelessness, and because 


I know you could meet and beat the mail order houses, and 


that the bigger the opposition, the better the chance of suc- 
cess. Last year I laid down some rules for the retailer, and 
they are: 
FOUR RULES FOR THE MERCHANT. 

First. Tell your troubles to the policeman. 

Second. Get and study every one of the mail order house 
catalogs. 

Third. Buy goods of them. 

Fourth. Advertise to meet the mail order house prices. 

A few moments ago I charged that there was not a mer- 
chant within the sound of my voice who could not make a 


dent in the business of the catalog houses if he would. I 
want to emphasize one fact, that I want you to keep and 
take home with you. I haven’t done one single thing but 
what any of you could and should have done. It has simply 
been a case of taking hold of the thing nearest at hand and 
doing it. I haven’t accomplished a great deal, but if every 
retail merchant in the United States will do as much in the 
next year as | have done, we will together chip off a few 
ciphers from the profits of the mail order houses before 
Christmas. 
GO TO HEADQUARTERS. 

Go directly to the man who makes it possible for these 
mail order houses to do business. Two years ago you were 
buying the Daisy Air Gun at $12.75 a dozen and selling it at 
$12.00 a dozen, if you were meeting Montgomery Ward's price. 
In May of that year I took up that matter with the manu fac- 
turers, and after seven months’ correspondence, they stated 
that they had decided not to sell goods to the mail order 
houses any more. Every one of you should have the latest 
issue of Montgomery Ward’s catalog, and you will find 
that gun is listed at $1.25. That was owing to my efforts 
alone, and I did nothing but what any of you could have 
done. I simply went to the manufacturer and demanded as 
favorable a price as they were giving other retailers. They 
were not willing to grant me that price, and I hadn’t ex- 
pected that they would. 

A little over a year ago I received a copy of the Moore & 
Evans catalog. This catalog quoted the Ingersoll dollar watch 
at 75 cents, and the Ingersoll $1.50 watch at $1.05, which was 
your cost. A little later I received a letter from the American 
Fair Trade League in regard to maintained prices, fair com- 
petition, etc. I wrote and asked what we could expect in the 
way of a square deal from outsiders, when members of the 
executive committee of that league were selling at an unfair 
price. Later I received another Moore & Evans catalog quot- 
ing those prices, which I forwarded to Mr. Ingersoll, and 
invited his investigation. I heard nothing from him, but later 
I received another copy of that catalog, and there were no 
Ingersoll watches quoted at that price. I had simply turned 
in the fire alarm. 

I had the same experience with the Gillette razor, and you 
don’t find that quoted in the Moore & Evans catalog now. 
I referred to these facts last year, and somehow the matter 
came to the attention of William Ingersoll, and he wrote and 
thanked me for calling his attention to it, and said he hadn’t 
known until he received my complaint, that their product was 
being offered that way. 

I also called the attention of the North Brothers Manu- 


‘facturing Company to the Larkin competition, and they stated 


that in view of the fact that they had received no complaints, 

they had no reason to suppose that the sale of their products 

was unfair to the retail trade. They stated that they had re- 

ceived no complaints in regard to the Larkin competition. 
STILL ANOTHER INSTANCE. 


It has been my privilege to conduct a long correspondence 
with Mr. Noyes, formerly president of the American Hard- 
ware Association. I asked of him only what I asked of the 
others, that I and other retailers be placed on the same basis 
as the catalog houses that retailed. He replied that their pol- 
icy was one of compromise and of protecting the retail dealers 
in their manner of selling the catalog houses. 

Some time ago you®were buying Number 1 Victor traps at 
11 cents and selling them at $1.30 a dozen. The catalog houses 
were buying them at eighty cents a dozen and selling them at 
$1.30 cents a dozen. You were losing four per cent by han- 
dling these traps. The catalog house was making approxi- 
mately thirty percent on sales. I outlined these facts to Mr. 
Noyes. I told Mr. Noyes that the average consumer would 
save fourteen percent by buying his traps of the mail order 
houses, and I told him that I was not asking for protection, — 
that I could take care of myself ; that all I wanted was equal 
opportunity. If they will give us that, the mail order business 
will soon come to an end. 

I think the retail dealer is in somewhat the same position 
as the lemon growers of California, with this difference: they 
had their lemon taken away from them, while we were being 
handed one. They had fifty cents a box duty taken off by the 
government, and immediately the railroads added fifty cents a 
box for transportation. The service rendered by the retailer 
is not something that will permit the manufacturer to step in 
and demand a higher price for his product. The mail order 
houses recognize the fact that the hardest thing they have to 
overcome is the superior service of the retailers. They know 
it is impossible for them to attempt to compete in service. 

PRICE AND SERVICE. 


Here is the situation: If a farmer wants to buy a wagon, 
and the retail price is one hundred dollars, and the mail order 
price is ninety dollars, with ten dollars for freight and supe- 
rior service, then the mail order house has a small chance of 
selling that wagon; but if the local price is one hundred dol- 
lars, and the mail order price seventy dollars, then there is 
twenty dollars to be accounted for. And the situation today 
is that the mail order houses are demanding a price which will 
enable them to more than offset the superior service of the 
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local dealer, and the mail order house centers the idea on the 
price, and not on the service. 
YOUR SERVICE IS VALUABLE. 


It is therefore up to you to begin now to fight this price 
discrimination, and to. emphasize the fact that you are render- 
ing a service which is reasonably worth something to your 
trade; and to the manufacturer. This little service advertis- 
ing is beginning to bear fruit now, and the consumer is be- 
ginning to realize that this service is of value to them, and 
that by dealing with the local dealer they get the service 
thrown in for good measure. We are drifting away from that 
point where the consumer refuses to do otherwise than com- 
pare the mail order cash price in Chicago with your credit 
price on the shelves, and to figure the difference as an over- 
charge on the part of the local merchant. 

MAIL ORDER HOUSE IDEA OF VALUE OF SERVICE. 


If you want to know the value which the mail order house 
laces on service, read their catalog. They quote nails, for 
instance, at two dollars per hundred pounds, and five pounds 
for fifteen cents, the difference in the price for service. Screw 
eyes are twelve cents per gross, but if you want less than a 
gross, the price is doubled for the extra cost of the service. 
Take a certain size of screws that are sixty cents per gross, 
and in smaller quantities eight cents per dozen. 


EMPHASIZE SERVICE YOU OFFER. 


Now don’t draw the wrong conclusion from this recita- 
tion of the mail order house prices for service. I am not sug- 
gesting that you add fifty percent to cover service. But the 
mail order house emphasizes price, and puts the soft pedal on 
service. If you are rendering a superior service to that ren- 
dered by the mail order house, you are justified in emphasiz- 
ing that fact to your customers. 

I want to take up the point of getting and studying the 
catalogs. If you are called to combat their arguments, you 
must know what arguments they are using, and if you make it 
a point to get their catalogs, you will find they are talking 
about you and your prices. Follow it up by asking their 
prices. If you are paying twenty cents for an article that the 
catalog house is selling at eighteen cents, find out from some- 
body what is the matter. Your customers don’t hesitate to 
keep you on needles and pins when your price is above that 
of the catalog houses. Why should you be so considerate of 
the jobber and manufacturer? 

WHAT CONSTITUTES THE PRICE? 


There are many little things that go to make up price that 
the customer does not at once grasp. It may be a twelve 
ounce package and the price may be made in Chicago, Sioux 
Falls, or Southern Louisiana, and there will be delays in re- 
ceiving goods. I have had customers tell me that they had 
waited six weeks for their goods. Then the goods may be 
shipped “knocked down” and require considerable time to put 
them together. You should study these points and let your 
customers know and understand them. You will find, too, by 
a close study of the catalogs that there are many inconsist- 
encies in them. You will find a shoe quoted at three dollars, 
with a usual retail value of four dollars. You will find them 
quoting an article at $2.50, and stating that the “Usual retail 
value of $4.50,” and claiming a saving of two dollars. Just 
how this is to be effected you will find by figuring it out for 
yourself, and should explain that to your customers. By buy- 
ing mail order house goods you will get a line on some things 
that are not down in the catalog. You will be able to go be- 
fore your customers with a definite statement, and not have 
to draw on your imagination. The best way to compete with 
mail order house merchandise is to know all about the mer- 
chandise. 

SOME INCONSISTENCIES. 


On the twelfth of February a year ago it was my privilege 
to address the Merchants’ Short Course at the University of 
Minnesota. I secured from one of the catalog houses a house 
dress which they advertised was of a “usual retail value of 
$1.60. Our price eighty cents.” Through the Dry Goods Re- 
porter of Chicago I had been able to match the dresses at 
seven dollars a dozen. I had also secured a petticoat, which I 
tried to match. I found that most of the department stores 
had never heard of the kind of material. They advertised it 
as a usual two dollar value. Our price one dollar. I had con- 
siderable difficulty in matching this up at all at any price, as 
the style was quite old, in fact about two years old. I found 
that when it had been in style it had sold at $8.50 a dozen. 
These garments, and the house dress, together with the state- 
ment in the catalog, were sent to the post office department, 
with a request for a Fraud Order. Since that time in all the 
literature I have seen sent out by that house, and I think I 
have seen it all, I have seen but one small article with “The 
usual retail price, and our price.” 

A SHOE “BARGAIN.” 


In a recent issue of one of the mail order house catalogs, 
a shoe was advertised worth $4.50. “Our price $2.90.” I in- 
vested $2.90 in that shoe, and I invested a little more than that 
later, and I have had two letters from that house offering to 
return the investment. I had one of those shoes taken to 
pieces, and I sent the pieces to the postoffice department, and 


requested that a fraud order be issued. The mail order house 
was able to convince them that there had been a mistake. 

I take this position and am working along this line, that 
when a catalog house advertises a piece of goods as a usual 
retail value of one dollar, and their price 52 cents, if you send 
in and get a 52 cent value, that house has been guilty of de- 
frauding you, and I haven’t done anything but what every one 
of you could have done. You should write to the senators 
and representatives from your districts regarding the matter, 
and insist that such tricks should be considered as fraudulent. 
I consider that selling you mining stock at “fifty-two cents 
worth one dollar,” is no worse. If one is fraudulent, so is the 
other. The difference is only in degree. 

TRUTH IN ADVERTISING NEEDED. 

Some weeks ago | had occasion to outline some remarks 
in connection with a speech I made in New York City, and I 
took this position that if the mail order houses were compelled 
to give the values that they claim to be giving, within six 
months’ time every mail order house in the land would be 
bankrupt, and that if they were equal to what they claim, every 
retail dealer and jobber in the country would be forced out 
of business. In other words, my position is simply this, that 
the catalog houses ought to be compelled to either advertise 
what they give, or else to give what they advertise. 

I am not seeking to work along spectacular lines. It is a 
plain business proposition. I am acting no differently with 
my catalog friends than I would with my competitor in the 
same town if he were misrepresenting. 

“WHERE HAVE OUR PROFITS GONE?” 

Now at our retailers’ convention in Minnesota, there was 
a talk upon the subject, “Where Have Our Profits Gone?” I 
don’t know whether you have heard that taik, but I am going 
to tell you where your profits have gone. They have gone to 
the retail mail order houses in Chicago. Ten millions of dol- 
lars of net profits left your community and mine in the last 
twelve months, and went to the mail order houses in Chicago. 
That profit would have been well worth having. What are 
you doing to get that business? Almost nothing. What are 
the mail order houses doing? They are advertising. 

I always offer to meet competition. Sometimes the jobber 
says he can’t meet the prices of the mail order houses. If I 
were a jobber I would never let these letters leave my house. 
The mail order houses have been succeeding by a campaign of 
misrepresentation, deceiving the consumer as to values offered 
by the local dealer, while creating an unworthy confidence in 
themselves. Honesty in advertising indicates honesty in man- 
ufacturing, and I submit that dishonesty in advertising indi- 

cates dishonesty in merchandise. The mail order house has 
been dishonest and I fail to see how it could have continued 
so long without the knowledge of those in authority. 

SHOW YOUR CUSTOMERS THE FACTS. 

It is my plan to run through the catalogs and present my 
side of the story, and I think it is up to the dealer to show his 
customers the full truth in regard to these matters. It has 
been my method to advertise a matter like this, and to call 
attention to the misrepresentations of the catalog houses. A 

catalog house recently made four claims as to a grindstone. 
They stated “Our price $2.90. Usual car lot price $3.25. 
Usual retail price $4.50. Our saving $1.60.” Of these four 
claims three were wrong, and the only one of them that was 
true was that the catalog house price was $2.90, and the fact 
that that price was in Chicago was not particularly empha- 
sized by them. 

SOME MAIL ORDER PAINT ESTIMATES. 

I have found that it pays to show up these facts, not for 
the direct results, but for the indirect effects. There is prob- 
ably not a dealer in this house who has been handling paints, 
who has not been affected by the catalog house prices. It is 
published in their catalog that their house paint fias a covering 
capacity of 250 square feet, and that is figured for a house 
with a more than plentiful supply of windows and doors. 
One is a figure on a 26x23, 22 feet high. This figures 2,600 
square feet. There are 16 windows and 8 doors. Twenty- 
four windows and doors all told. After taking these out it 
leaves about 2,100 square feet of painting surface. They 
figure it will require eleven gallons of paint. As a matter of 
fact this figures less than 200 square feet of actual painting 
surface to the gallon. Their price is $22.00 in Chicago for the 
job. 

TO COMPETE—RAISE YOUR PRICE 

I have it on the word of the catalog houses themselves 
that they don’t know how to make paint, that is, good paint. 
They state that they are making their paints as good as they 
know how. The best they know how is a heavy percentage of 
barytes, water, and other inferior ingredients. They say it 
requires fifteen gallons of paint to cover eighteen hundred 
square feet of surface three coats. That is about one hundred 
square feet to the gallon, and they warn their customers 
against paying $2.00 or $2.50 a gallon, when they can buy it of 
them at $1.12, And yet at their figures on a house they are 
really getting $2.00 for their p: aints. The only way I can meet 


their price is by raising my price 25 cents a gallon, and if you 
will quit selling paints by the gallon, and sell them at the cost 
of painting and good service, there is nothing about this cata- 
log proposition that should bother vou. 








A RAPID RAISE IN VALUE. 

A few months ago a certain house shipped kitchen cab- 
inets out at $22.75. They claimed they saved from $7.50 to 
$15.00 on them. Within three weeks this same cabinet was 
offered, and the “Usual retail price” had risen, and was quoted 
at from $45 to $50. You couldn’t buy that cabinet any more 
in the local store at $37.50, and yet a more substantial one was 
put on at $23. You can supply them with a better cabinet and 
make a profit of twenty percent. 

The thing that I want to emphasize is that in its adver- 
tising the mail order house is continually guilty of misrepre- 
sentation. In the case of the kitchen cabinet, I took it up 
with the senators and representatives. The retail dealers 
haven’t learned to throw those matters into politics and seek a 
remedy by jaw. That is another thing they are going to do. 
There are enough folks engaged in the business to secure a 
law that will bar from the mails this dishonest advertising. 
You know that to advertise a kitchen cabinet that costs $20 at 
$50 is dishonest. 

WHAT MERCHANTS SHOULD DO, 

In conclusion I want to urge you to meet the catalog 
house prices, and to offer to pay half the freight. I would 
like to see five hundred merchants take a page ad in their 
local papers and repeat them once a month, using a smaller 
space. This whole matter simmers down to the matter of 
discrimination in price, of advertising dishonesty by the cata- 
log houses, of misrepresentation on their part as to values of 
things that the consumer is not well enough posted to detect, 
and it is your duty to know this and point it out to them. 


ee 
OBITUARY. 


William W. Supplee. 

The hardware trade has lost one of its most prom- 
inent men in the passing away of William W. Supplee, 
formerly president of the Supplee Hardware Com- 
pany. He died Friday, December 31st, at his home, 


~-. 





William W. Supplee. 


4102 Walnut Street, Philadelphia, at the ripe old age 
of 83 years. 

In 1853 Mr. Supplee started in the mercantile busi- 
ness in Philadelphia, but a year later went west and 
established himself with the late W. J. Lloyd as hard- 
ware dealers in La Crosse, Wisconsin, but although 
the firm prospered he found it necessary to leave that 
section as his health gave out, and the two friends 
returned to Philadelphia where they bought out the 
firm of Conrad and Walton. Later on the business 
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was incorporated under the name of the Supplee 
Hardware Company, the title under which the busi- 
ness was conducted until January 1, 1914, when it 
was consolidated with the Biddle Hardware Com- 
pany under the name of the Supplee-Biddle Hardware 
Company, Mr. Supplee having closed out his interests 
in March, 1913. 

He took an active part in the work of many of the 
business, social and charitable organizations of Phila- 
delphia, having been president of the former Trades 
League, now the Chamber of Commerce, and also 
serving two terms as president of the Hardware Mer- 
chants’ and Manufacturers’ Association of Philadel- 
phia. He was a member of the Union League and 
also of the City Club. 

The National Hardware Association owes its exist- 
ence very largely to his efforts, as he started the move- 
ment toward its organization, and he served four 
years as its president, being the first one to serve in 
that capacity. 

For several years Mr. Supplee had been in poor 
health, and on Thursday, Deecember 30th, he was 
stricken, never regaining consciousness. He is sur- 
vived by the widow, Mrs. Mary C. Danforth Supplee, 
and two daughters, Miss Olive C. Supplee and Mrs. 
Edward T. Walker. His loss will be mourned by 
many men in the hardware trade and in other circles 
who had come to love and admire him for his many 
splendid characteristics. 

William King Boal. 

William King Boal, for twenty-seven years the pres- 
ident of the lavorite Stove and Range Company, 
Piqua, Ohio, has gone to his reward, having passed 
away Sunday noon, January second, after an illness 
of about two weeks, pneumonia having developed dur- 
ing the last few days of 1915. 

Mr. Boal was born November 8, 1831, at Muncy, 
Pennsylvania, where his father James Boal was in 
business. When in 1840 the father died, the family 
removed to Greenup County, Kentucky, where two of 
his sisters resided. One of these was the wife of 
William M. Patton, who owned an iron foundry, and 
here young Boal was employed after finishing his 
schooling. In 1855 he went to Ashland, Kentucky, 
taking a position in a bank, remaining there until 1863, 
when he engaged in the cotton and hemp commission 
business in Cincinnati. 

In 1872 he purchased the stove foundry conducted 
by W. C. Davis and Company, which was later in- 
corporated under the name of the Favorite Stove and 
Range Company, the plant and business offices being 
removed to Piqua, Ohio, in 1889. Under the manage- 
ment of Mr. Boal and his son Stanhope the business 
has been built up to be one of the most prominent in 
the country. 

He was a devout member of the Protestant Episco- 
pal church. After coming to Piqua he with his family 
identified themselves with St. James church. His reli- 
gious convictions were strong and deep. He never 
sought conspicuous place, neither was he ostentatious 
in anything affecting his relations to his church. He 
was a man of great charity and gave much but never 
made any parade of his giving. Most often no one 
knew of it save he and the one to whom he had given. 
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He has helped many and by his quiet generosity has 
relieved suffering and lightened affliction in many 
places the full extent of which no one ever will know. 

Most of all Mr. Boal was devoted to his family and 
to the home life. In these he was most completely 
wrapped up. He never was so happy as when he had 
the members of his family about him. Some of his 
children reside in other cities and it always was to 
him an occasion for great joy when they returned and 
joined the family circle. 

William King Boal was married in 1855 to Eliza 
Naomi Van Bibber, the only daughter of Dr. James 
Van Bibber and Naomi Barton (White) Van Bibber. 
Dr. Van Bibber was a very. successful pioneer phy- 
sician of Kentucky and was a first cousin of the cele- 
brated Daniel Boone. Mrs. Van Bibber was of Eng- 
lish birth and was a first cousin of Francis Scott Key, 
the author of “The Star Spangled Banner.” 

Seven children were born to William K. 
Eliza Naomi (Van Bibber) Boal. They are Stanhope 
Boal, Stella Boal, Nannie Louise Boal, Eliza Van 
Bibber Boal (Mrs. A. M. Orr), Naomi Boal (Mrs. 
Allen R. Blount), Frank Wells Boal, who died in 
Piqua 24 years ago, and Aileen Boal Scott. There 
are five grandchildren. They are Stanhope Wiede- 
mann, Louise Orr Casparis, Morrison Boal Orr, 
William Boal Scott and Britton Scott, and three great 
grand children, the little daughter of Stanhope Wiede- 
mann and the two small sons of Louise Orr Casparis. 
Her death 


Joal and 


Mrs. Boal died on February 18, 1913. 
was deeply mourned by her aged husband, her chil- 
dren and a wide circle of friends. She was a most 
estimable woman, greatly beloved by those who knew 
her. 

The funeral was held at 3 o'clock on Tuesday after- 
noon. ‘The service at the Boal home was conducted 
by the Reverend W. H. Allison, rector of St. James 
Protestant [¢piscopal church, assisted by the Reverend 
A. Ramsey, of Columbus, a former rector of St. 
James church. 

On Wednesday morning the funeral party left 
Piqua for the family mausoleum in Evergreen ceme- 
tery in the Kentucky highlands, back of Newport. 
There lie the bodies of Mrs. Boal, Frank Wells Boal, 
and other members of the family. 

Mark L. McNamara. 

Mark L. McNamara, a son of the late Henry L. 
McNamara, died on December 27th in a Milwaukee 
hospital. He was a special representative of the Mil- 
waukee Corrugating Company, calling on the jobbers. 

Mr. McNamara was born in Chicago in 1879 and 
moved to Janesville, Wisconsin, with his parents in 
1881. From 1900 to 1904 he was employed at Kau- 
kauna, Wisconsin, by the Union Bag and Paper Com- 
pany, then he returned to Janesville and worked in 
his father’s hardware store until May, 1909, when he 
entered the employ of the Milwaukee Corrugating 
Company as a salesman, later becoming a special rep- 
resentative. 

He leaves a widow and two little sons, also two 
brothers, Harry W., who is continuing the hardware 
business of H. L. McNamara, and Frank L. Mc- 
Namara, an attorney of Milwaukee. 


The funeral was held in Janesville, Wisconsin, the 
home of the family and was attended by a large num- 
ber of friends from the city and elsewhere. 

Louis O. Bartling. 

The many friends of Louis C. Bartling and of his 
son, Henry Bartling, who is associated with him in 
the management of the Chicago branch of the Nation- 
al Enameling and Stamping Company, will sympa- 
thize with them in their sorrow over the loss of the 
latter’s son, Louis O. Bartling, who passed away on 
Thursday, December 30th, in his 21st year, at his 
parents’ home, 2719 Pine Grove Avenue, Chicago. 
The young man had for the past couple of years been 
employed in the Chicago office of the Company. About 
two weeks ago he was stricken with la grippe which 
developed into pneumonia. The funeral was held 
Sunday, January second, and was attended by a large 
number of friends of the family. 


See 
RETAIL HARDWARE DOINGS. 


ARKANSAS. 

The Yantis-Rogers Hardware Company, Hope, has been 

succeeded by the Rogers Hardware Company. 
IDAHO. 

The McLain Hardware Company, Nampa, will soon oc- 
cupy its new building. 

ILLINOIS. 

Johnson Brothers, Kirkwood, have purchased the Upton 
& Bellinger hardware store. 

IOWA. 

George M. Lathrope, Clarinda, has bought the 
srothers Hardware Company. 

J. L. Johannes, Ashton, has sold his hardware store to 
J.-P. Stallman: 

A. M. Murphy, Washta, will engage in the hardware 
business. 

M. Loudell, 
ware business. 

Lookabill Brothers, Hastings, have sold their hardware 
store to L. W. Grouse. 

Julius Kohl, North Liberty, has put in a stock of hard- 
ware and implements. 

The Seaman-Clark Hardware Company, Albia, has pur 
chased the C. S. Barger hardware stock. 

A. O. Hegna and Son, Pierson, have bought the hard- 
ware and implement business of J. L. Shaver. 

The Palmeter Hardware Company, Clear Lake, has been 
sold to N. B. Carpenter and F. FE. Hill. 

W. R. Barnard, Whiting, has discontinued the hardware 
and furniture business. 

Kott and Lohmann, Rock Rapids, have succeeded to the 
hardware business of C. I*. Lyon. 

KANSAS. 

L. H. Wishard and C. O. 
in the hardware business. 

The Hopper Hardware Company, Pratt, as a corpora- 
tion has been succeeded by the Hopper Hardware Company, 
a copartnership with J. F. Burger and Ralph Kridler as 
members. 

O. H. McBurney, Newton, will engage in the hardware 
business. 

James Havel, half 
in a hardware store. 

The Vining Hardware Company, Clifton, has been pur 
chased by F. Bengert. 

Mike Zimmerman, Selden, has purchased the hardware 
and furniture business of Paxton and Kline. 

The Thompson Hardware Company, Ness City, is build- 
ing an addition to its store. 

Anstaett and Hettick, Williamsburg, is the name of the 
new hardware store which has purchased the stock of M. 
M. Melchert. 

The Irwin Hardware Company, Almena, will move into 
new and larger quarters. 

i} Kennedy, Haven, has moved his hardware store 
into a new location. 


srown 


Bradgate, has bought the Bradgate hard- 


Jollinger, Iola, have engaged 


Haddam, has purchased a interest 


MINNESOTA. 
P. J. Groth, Gary, has sold a half interest in his hard- 
ware and furniture business to Henry Hanson. 
Dorn-Johnson More, Incorporated, Hendricks, has been 
incorporated with a capital stock of $15,000. 
Priebe and Fratzke, Rochester, have bought the hard- 
ware and implement business of Henry R. Hymes. 
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ADVERTISING CRITICISM AND — 
COMMENT 


Helpful Hints for the Advertisement Writer 








The accompanying illustration represents a six inch, 
single column advertisement placed by Sprecher and 
Ganss in the Daily 
N ews, Columbia, 
Pennsylvania. The 
heading reminds 
the hunting en- 
thusiast that this is 
the time to. get 
ready for the sport, 














GET FEADY 
FOR HUNTING 





WE HAVE THE FOLLOWING: 


and he is further 


ANS AND RIFLES interested by the 

announcement of 
Winchester, Smith, the various guns 
Remington, Savage, and rifles, clothing 
Worthington, Stevens, an ds ammunition 

kept in stock. The 
Parker, Ithaca. names of the 





brands serve to im- 
HUNTERS’ CLOTHING 


the reader 
with the great va 


Robin Hood Ammunition, "!Y °f guns. and 
: 


' the mention that 
Eiiminates the Kick snd Uses ALL WI ; 
the Foroe to Drive the Shot. they will be sold at 


TRY IT—NONE BETTER. special prices is al- 
SPECIAL PRICES so attractive but 


SPRECHER & GANSS 


fill its mission un- 
25 East King Street, Lancaster, Pa, 


press 








less specific prices 
are quoted. A good 
advertisement is 
always made bet- 
ter when some defi- 
nite offer of an article is made at a certain price, 


whether that price happens to be reduced or not. 
* * * 











In advertising articles for sale to the public, the 
advertiser who wishes real results must bear in mind 


Copper Queen 
Reflectors 


Reflector backs are made of high- 
ly polished sheet copper. Burners 
are fitted with lava tips. Adjustable 
type stock cocks for varying gas 
pressure. 


9-inch.. .$1.75 


15-inch. . .$3.006 
11-inch.,.$2.00 17-inch...33.50 
13-inch...$2.50 20.inch...$4.00 


NEW PERFECTION OIL HEATERS 


On chilly fall days before you start the furnace—on cold 
winter days when you sifnply can’t get the heat—that’s when 
you need a Perfection Oil Heater. We have them i in three sizes: 


$3.00 $3.50 


KALBITZER’S 
STOVES, HARDWARE AND HOUSEFURNISHINGS 
1050-52 Market Street. 











that few people are influenced by a mere announce- 


ment or by a beautiful illustration—they must be 
shown that the item possesses intrinsic merit or that 
it is particularly adapted for certain requirements. 
Such is the plan followed in the advertisement shown 
in the accompanying illustration, which was placed 
in the Wheeling, West Virginia, Intelligencer by Kal- 
bitzer’s, 1050-52 Market Street, Wheeling. In com- 
menting on the Copper Queen reflectors, the adver- 
tiser describes several features of the burner and in 
treating of the New Perfection oil heaters, he points 
out when these heaters are most urgently needed. In 
addition, this four inch double column advertisement 
quotes specific prices, which still further increase its 
effectiveness. 
* * * 

The ability and willingness of a hardware dealer to 
satisfy his customers are points that must be strongly 
emphasized when seeking publicity. The advertise- 
ment illustrated herewith embodies this rule and con- 
sequently creates a favorable impression. The James- 
town Hardware Company, who inserted the advertise 
ment in the Evening Journal, Jamestown, New York, 
where it occupied five inches of double column space, 








New Precess Gas Ranges 


White Enamel Door 
Panels, Splashers, 
Broiler Pan and Dirt 
Tray; China Door Han- 
dles and Gas Cock 


Handles 


A style to meet every 
requirement. Satisfac- 
tion is guaranteed or 
money refunded. 

We have no dissatisfied customers. Ask the 
users. We will tell you who they are. Call today 
and see these stoves and you will be convinced of 
their superior quality. 








120 West Third St. 


Jamestown Hardware Co. 


evidently realize the essentials of successful business 
transactions, and their emphatic assertions would con- 
vince the most skeptical of readers. The advertise- 
ment would have been entitled to still more commen- 
dation had prices been quoted, as without these no one 
can form any definite opinion as to the merits and 
relative values of the wares in question. 
* *« 


« here the Cars Stop. 











A friend is a person who is big enough to hold the 


reliance that you place in him. 
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HEATING AND VENTILATING 








PRINCIPLES OF HOT WATER CIRCULATION. 


BY G. E. ROBERTS. 
In recent issues of AMERICAN ArtISAN I have no- 
ticed range boiler connections that seem to be in 
question to the installer. 











LETS | 
Figures 1 and 2.—Showing Principle of Hot Water Circulation. 





In some cases the warm air heating installer has to 


connect the heater to the range boiler on the floor 


above that is connected to the range. I herewith show 
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Figure 3.—Range Boiler Connection That Always Is Positive. 


two ways of making these connections. 
It is generally known that when the temperature of 
water is raised above its maximum density it expands 


and takes up more space, and as it cools it takes up 
less space. 

Now suppose we had a vessel containing a large 
amount of water and a small portion of the water in 
the bottom of the vessel is raised in temperature— 
that is, heated—and has its density decreased, the at- 
traction of the earth—that is, the force of gravity—is 
less on the heated water than on the cold water and 
it rises to the top and the cold water, being heavier, 
sinks to the bottom to take its place. 
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Figure 4.—Range Boiler Connection Which Does Not Always 
Work Well. 


If a small portion of the water near the bottom of 
the vessel is continuously heated the warm water will 
rise in a stream and the cold water will drop down in 
a continuous stream to take its place, and in turn be- 
come heated to rise to the top again. This flow is 
called circulation, and since it is caused by gravity it 
is called natural or gravity circulation. 

This circulation can be demonstrated as follows: 

Sprinkle a few pieces of dark sawdust in the vessel 
that is constructed as shown in Figure 1. Figure 2 


shows the supply and return. Figure 3 shows the 
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range boiler connected to the range and warm air 
heater; the connections work freely in all cases. 

‘igure 4 shows another method of connecting range 
and warm air heater to the one range boiler. 

This connection by some is claimed to be positive. 
The water is passed through the warm air heater coil 
first, then through the stove water back (or front) 
and into the boiler at the side. When the warm air 
heater is fired alone this cannot be other than a posi- 
tive method. . 

On the other hand when the range only is in use 
there is reason to believe that this method will not 
work under all conditions and that the water will not 
flow freely in all cases, as with separate or branched 
connections as shown in Figure 3. 

If those having had difficulty with such problems 
will stop and think of these principles they will have 
no trouble. 
+o 


MEETING OF MANUFACTURERS OF WARM 
AIR HEATERS AND ACCESSORIES 
CALLED FOR JANUARY 21, 1916. 


The following notice has been sent out by Allen W. 
Williams, secretary of the National Warm Air Heat- 
ing and Ventilating Association, for a special meeting 
of manufacturers of Warm Air Ileaters and Acces- 
sories, under the auspices of the Association, to be 
held Friday, January 2tst, at Cleveland, Ohio: 

To the All Makers of Warm Air 
Ileaters and Accessories. 

A special meeting of the Association will be held 
in the Hotel Statler, Cleveland, Ohio, Friday, Janu- 
ary 21, 1916, at ten A. M. 

In view of the vital importance of the matters for 
consideration, to every house in the industry, the 
I“xecutive Committee courteously and earnestly re- 
quests that you be present without fail and take part 


Members and 


in the proceedings. 

In addition to other subjects, our Advertising Com- 
mittee wishes to make a special report and present 
their plans for the year’s campaign, for your consid- 
eration and action. This must be done without delay 
in order to make the progress which is now possible, 
and receive the benefit of a spring campaign. 

The Association will entertain all present at Lunch- 
eon during the noon recess. 

The above hotel has placed at our disposal its best 
convention rooms, but reservations for personal quar- 
ters should be made with them in advance. 

Please permit nothing to interfere with your certain 
and prompt attendance. 

Your favorable reply on the enclosed card is re- 
spectfully urged. 

Cordially yours, 
Joun D. GREEN, President. 

ALLEN W. WILLIAMS, Secretary. 





WRITE FOR THIS CATALOG OF REGISTERS, 
VENTILATORS, GRILLES AND SCREENS. 


The latest catalog of William Highton and Sons 
Company, Nashua, New Hampshire, shows their com- 
plete line of stock and special designs of warm air reg- 


isters, ventilators, grilles, screens and similar products. 
The book is arranged to give immediate information, 
and its numerous illustrations, descriptions and price 
lists deal with a wide range of these accessories and 
specialties required for warm air heating and ventilat- 
ing. In addition to these, the catalog contains valu- 
able tables of the sizes of rectangular or round regis- 
ters and borders required for different sizes of bodies. 
The manufacturers state that all these accessories con- 
form to the specifications for modern heating and ven- 
tilating work. Copies of their catalog, Number R14, 
will be sent on request of William Highton and Sons 
Company, Nashua, New Hampshire. 

ape nitseninn 


NEWLY PATENTED WARM AIR HEATER. 


The United States Patent Office has granted patent 
rights for a warm air heater, under number 1,166,085, 
to Hewlett M. Sawrie, Nashville, Tennessee, which 
is described in the following: In a furnace of the 
character described, an upper smoke pipe, a lower 
smoke pipe connected thereto, a damper for simul- 
taneously closing the upper smoke pipe and opening 
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the lower smoke pipe, and upper and a lower radiator 
connected with the upper and lower smoke pipes re- 
spectively, the lower radiator provided with means of 
communication with the ash pit, and an open draft 
damper located in the upper smoke pipe for forcing 
the products of combustion downwardly through the 
fire bowl into the ashpit. 
ee 
ILLINOIS HEATING AND VENTILATING EN= 
GINEERS TO HEAR ADDRESS ON 
CENTRAL STATION HEATING. 


At next regular meeting of the Illinois Chapter of 
the American Society of Heating and Ventilating En- 
gineers, which will be held Monday, January toth, at 
6:30 P. M., in the Morrison Hotel, Chicago, Byron 
T. Gifford, Grand Rapids, Michigan, will speak on 
“Central Station Heating.” Mr. Gifford is an author- 
ity on this subject and his address will be of much 
interest. 


o@-> 
> 





The crying evil of the young man who enters the 
business world today is the lack of application, prep- 
aration, thoroughness, with ambition but without the 
willingness to struggle to gain his desired end.—Theo- 
dore N. Vail. 
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HOW DIFFERENT FUELS SHOULD BE FIRED 
TO GIVE BEST RESULTS. 


In the pamphlet which has recently been published 
by the Department of the Interior, entitled “Saving 
Fuel in Heating a House,” which was compiled by L.. 
P. Breckenridge and S. B. Flagg, the following ex- 
cerpts pertaining to the firing of warm air heaters will 
no doubt be of interest to installers and by them 
passed over to house owners for guidance in caring 


for their heating plants: 

General Suggestions on the Firing of Different Fuels. 

Fundamentally, the process of combustion is the same for 
all fuels. Whether the fuel be wood, coal, or oil, heat is 
produced by the carbon or other combustible elements com- 
bining with the oxygen of the air. The oxygen and these 
combustible elements unite in certain proportions at certain 
temperatures and a definite quantity of heat is evolved in 
each case. Some of the heat is absorbed by other parts of 
the fuel, heating them to ignition temperature, and some of 
the heat is absorbed by the nitrogen in the air supplied— 
ordinary air contains about 80 per cent nitrogen—and by the 
gaseous products of combustion, raising them to a high tem- 
perature. Part of the heat radiated from the glowing suel 
or conveyed by the hot gases passes over the heating sur- 
faces of the boiler or furnace, is taken up by the water or 
air heated, and is distributed to the rooms of the house. 

The admission of more air through the fuel bed or fire 
door than is required to furnish the oxygen necessary for 
complete combustion tends to cool the fuel bed and the gases 
that rise from it. As oxygen unites with combustible ele- 
ments in definite proportions, the theoretical amount of 
oxygen and hence of air needed for the complete combustion 
of a given weight of coal can be computed. However, in 
burning any kind of fuel on a grate, considerable heat is 
lost in unburned material if only the quantity of air the- 
oretically required be admitted, because it is practically im- 
possible to get all of the particles of combustible matter in 
the fuel to unite with all the particles of oxygen in the air 
theoretically required. An excess of air must always be sup- 
plied, but this excess should be neither more nor less than is 
necessary to insure complete combustion. 

The importance of providing an inlet for the air that 
must enter the furnace room is frequently overlooked, espe- 
cially in small, tightly-closed furnace rooms. Roughly, 150 
to 300 cubic feet of air are required for each pound of coal 
burned, and, to prevent trouble from insufficient draft, some 
means for admitting this air to the furnace room must be 
provided. Usually enough air leaks into the furnace room 
through cracks and poorly fitting windows, but the tighter 
construction of the room the greater the need of an air 
inlet. 

The suggestions following have to do especially with 
preventing incomplete combustion and the admission of a 
large excess of air into the furnace, and the minimizing of 
the attention necessary to maintain the proper temperature 
in the rooms heated. 

Regulation of Draft. 


Whatever fuel may be selected, convenience will be pro- 

moted by having the heater large enough to maintain for at 
least eight hours, without attention, proper room tempera- 
tures under any weather conditions, except the most severe. 
If a heater will not do this; it is too small or the draft is 
insufficient. Satisfactory regulation of the fire will be facili- 
tated by a proper equipment of dampers, including (1) a 
hand damper in the smoke pipe, (2) a check damper, also in 
the smoke pipe, and (3) a damper (preferably a lift damper) 
in the ash pit. The ash-pit damper and ash door as well as 
the pit itself should be so made that the supply of air under 
the grates can be entirely cut off by closing the door and 
damper, otherwise proper control of the fire will be difficult 
if not impossible. This is a point often neglected. If bitu- 
minous coal is to be burned a lift damper in the firing door 
is advisable. Slight explosions of combustible gas some- 
times occur in the furnace after fuel has been put on and un- 
less the firing door is provided with a lift damper which can 
open and relieve the pressure, the door itself may be blown 
open. 
Whether the fuel be hard or soft coal, coke, or wood, the 
stack damper should be kept partly closed at all times except 
in severe weather, unless the conditions as to size of boiler 
and draft are such that all the available draft is regularly 
needed. In most cases, with the stack damper partly closed, 
the proper regulation can be obtained by varying the positions 
of the check damper and the ash-pit damper. The fire door 
should not be used to check the fire except in emergencies, 
for the reason that the cold air admitted through the open 
door cools the fire pot at the same time that it checks the 
fire. 


Firing and Cleaning Furnace. 


Other suggestions that apply regardless of the fuel used 
are: Attend to the fire regularly; do not wait until it has 
burned low and heat is needed throughout the house. Often 
the need can be anticipated and by attention at the proper 
time trouble can be avoided. In addition, economy of fuel 
is more likely to be obtained by fairly uniform rates of burn- 
ing than by attempting to supply a large amount of heat in 
a short period and then suddenly checking the fire. 

Let the size of the coal fired be as nearly uniform as pos- 
sible. Using coal of uneven size prevents an even flow of air 
through the fuel bed and increases the tendency of the fire 
to burn through in spots. 

Try to keep the fuel bed free from air holes, as they cause 
waste of fuel and may prevent the heater from maintaining 
the desired temperature. 

Avoid excessive shaking of the grates and thus reduce the 
amount of coal lost by falling into the ash pit. Ordinarily, 
the shaking of the grates should be stopped as soon as bright 
particles begin to drop through or, under some conditions, 
as soon as light from the fuel bed begins to show in the ash 
pit. 

When the demand for heat is urgent or the fire must 
be built up quickly, keep the fuel bed uniformly thick, but 
not too thick, using the coarser part of the coal and all the 
draft available. Air will then flow freely through the entire 
fuel bed and burn the coal at a maximum rate. Under such 
conditions the’ firings should be made at frequent intervals 
and small charges used, so that the fresh fuel will only for 
a short time chill the temperature of the fire pot. When 
heavy firings are made the fresh fuel not only increases the 
resistance to flow of air through the fuel bed, so that the 
rate of combustion is lowered, but it acts as a cold blanket to 
screen the heating surfaces from the radiant heat of the 
fuel bed. 

In mild weather it is well to leave on the grates a layer 
of ashes under the active fuel bed. This layer will increase 
the resistance to the flow of air through the fuel bed and 
facilitate the maintenance of the low rate of combustion re- 
quired in such weather; also, it will cut off some of the grate 
surface. 

Clinkers should be kept worked out of the fuel bed, for 
they obstruct the flow of air through it, clog the grates, and 
may break the parts of shaking grates. 

Keep heating surfaces, or flues as they are sometimes 
called if the heater be a boiler, swept clean so that they will 
readily absorb heat. Soot cuts down the heat-absorbing 
power of any heating surface very rapidly, and therefore 
should not be allowed to accumulate. Do not allow ashes to 
pile up under the grates in the ash pit, for they will seal off 
the air from part of the grate surface and may cause the 
grate bars to be burned and warped. 

ee ee 


WARMER AIR HEATER WITH SPECIALLY 
DESIGNED HEATING DRUM. 





Next in importance to the firepot in a warm air 
heater is the heating drum, for no matter how per- 
: fectly the fuel 
may be burned, 





there is no ad- 
vantage gained 
unless all the 
heat produced is 
utilized. Fully 
appreciating this 
circumstance, 
the  manufac- 
turers of Schill’s 
New Idea warm 
air heater have 





designed a spe- 
cial heating 
drum regarding 
which they state 
that in points of 





Schill’s New Idea Warm Air Heater. 


originality as well as practicability, it completely out- 
classes anything in this line ever attempted. It con- 
sists of an inner and outer drum, connected so as to 
form air ducts, which, it is claimed, provide more than 
double the amount of heating surface of any other 
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warm air heater of the same size. The drum has a 
diving flue which extends to the center at the top of 
the drum and is said to heat all parts evenly and 
utilize the heat from the casing. Other points of su- 
periority, as claimed by the makers, are that leaking 
of dust, smoke and gas is rendered impossible be- 
cause the joints are made with asbestos wicking, and 
expansion and contraction have been carefully pro- 
vided for by forming the lower drum head in sec- 
tions. Installers desiring further information should 
write for catalog to the Schill Brothers Company, 
Crestline, Ohio. 





” 
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WRITE FOR THIS VALUABLE CATALOG OF 
GILT EDGE WARM AIR HEATERS. 





It will be greatly to the advantage of every warm 
air heater installer who does not at present have a 
copy at hand, to write for the illustrative and de- 
scriptive catalog of the Gilt Edge warm air heaters. 
Besides illustrating and describing to the minutest 
detail the special features embodied in all the types of 
Gilt Edge warm air heaters and the construction and 
qualifications of the All Cast, Radium, Badger and 
Hummer types, the catalog contains many valuable 
hints on heating and ventilating—commenting on the 
various principles involved, the installation and the 
management of warm air heaters, and also giving in- 
structions for securing estimates upon heating with 
the Gilt Edge warm air heaters. 

Fully realizing that effective advertising is a great 
factor in promoting sales, the manufacturers offer 
many selling helps to dealers, among these being at- 
tractive and forcefully-written advertisements for 
newspapers, and interesting booklets and other litera- 
ture to be given to prospective purchasers. Details 
of these helps and copies of the catalog can be ob- 
tained from the R. J. Schwab and Sons Company, Mil- 
waukee, Wisconsin. 


—_ 
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EMPHASIZES NECESSITY FOR EFFICIENT 
WORK IN WARM AIR HEATER 
INSTALLATIONS. 








The following letter from A. L. Logan, North 
Clare, Pennsylvania, contains a number of valuable 
suggestions for the installer of ‘warm air heating 
apparatus and also brings up one of the troubles often 
encountered by the installer who wants to make a 
good job: 

To AMERICAN ARTISAN: 

I am strongly in favor of warm air heating and 
know that if the trade would insist on having larger 
studs in buildings, so as to use 5x12 inch stacks for 
good size rooms and have good boots or starters; sell 
good, first-class heaters with a good fire travel and use 
good judgment in their installation; have good size 
cold air pipe from north or west with tight fitting 
damper ; also have cold air pipe from inside for nights 
or extreme cold weather, there would not be any 
trouble in heating houses. If there are any cold 
rooms that are hard to reach, use a coil or some other 
apparatus placed inside of the warm air heater and 


piped to a hot water radiator in these rooms, and I 
am sure the coldest of houses would be warm in zero 
weather, as I have several working satisfactorily. 

If people would spend as much for warm air heat- 
ing as they do for hot water the warm air heating 
apparatus would be far superior, in consumption of 
fuel, and healthy heat and not run the r:sks of dam- 
age done by broken radiators and pipes. My experi- 
ence in heating is that hot water and steam boilers 
are expensive. I use good goods and even these will 
crack just when least expected, and then the ap- 
paratus is on a strike, while if a warm air appa- 
ratus was used it could be patched up until repairs 
could be had. 

I have had several queer experiences and here is 
one that just happened last month. A party living in a 
new double house said he could not heat it with the 
warm air heater and wanted bids for steam plants. 
They would prefer hot water but could not afford 
that at the present time. I called and found a 40-inch 
warm air heater in good shape, nicely piped but small 
stacks and no starters worth speaking of; a 12 inch 
circular hole cut in the casing for cold air but no cold 
air pipe. The cellar was closed tight and very hot. 
I suggested, why not make this heater work? It is 
large enough and all that is necessary is to give it air. 
I opened a cellar window and the heater answered at 
once. I told the lady I would prefer the warm air 
heater to steam providing it would work, and I would 
guarantee to make it work or if it did not I would 
take the cold air pipes, etc., that I would furnish and 
put a steam plant in at a figure that I gave. I re- 
ceived the job and put more material and labor on 
same than | first intended and when I was through 
with it I had a larger bill than I estimated for in the 
first place. I put the floor register in the cold side 
of the dining room which was the cold room and 16 
feet away from the heater ; also ran cold air pipe from 
north side of the house between the joist and had a 
sliding damper to fit tight made just the same as ex- 
haust gate for blow pipes and angles on round pipe 
I also connected the cold air from dining 
These worked fine 


at heater. 
room into this pipe at the heater. 
either singly or in unison. 

Now let me explain how these people used me. 
The house next door is owned by the father-in-law 
of the man I did the work for. This fellow had 
another party that was much cheaper fit up the other 
house, and by the way this is the south house and 
the house I did the work in is directly north. This 
father-in-law made a kick about my price, and I have 
received no cash as yet for the job I did, but you see 
I really saved the people quite a sum by not aban- 
doning the warm air heater and enlightened the other 
people as to just what was necessary to make their 
heater work. 

My motto has been for some few years back to 
give the kind of heat they want, either hot water, 
steam or warm air. In this case I broke away from 
my rules, but hereafter—Oh! my! 

Very respectfully, 
A. L. Locan. 


Mount Clare, Pennsylvania, December 25, 1915. 
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PRACTICAL HELPS FOR THE 
— TINSMITH 








PATTERNS FOR RECTANGULAR VENTILATOR. 





BY O. W. KOTHE. 

It often happens that the workman must make 
rectangular shaped ventilators to fit over the gable of 
the roof, and in such cases they can be made as shown 
in this drawing. First draw the sectional end eleva- 
tion which is sufficient to lay out all patterns for the 
stem of ventilator. It will be observed that the body 
and flanges are in one-piece and so to develop the 
pattern pick the stretch-out as 1-2-3-4-5 and set it off 





true length of hip for hood. To develop the hood 
draw any line as D-B’ equal to twice the length of B-C 
in quarter plan; then draw the lines C’-C” parallel to 
B-D’ making the distance between the lines equal 
to a-b in sectional end elevation. Now set the tram- 
mel points equal to line B-C of quarter plan and using 
B and B’ as center cross arcs in point in C’ and C”. 
Next reset dividers equal to half the width of A-B 
and using B and B’ as centers strike arcs as at A and 
D in pattern. Next pick the line A-B from elevation 
and using C’ and C” as centers cross arcs in point A 
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Development of Patterns for Rectangular Ventllator. 


as shown in pattern for end; then from these points 
in section drop lines until they reach the stretch-out 
lines in pattern. Connect these points with lines and 
you have the outline for end, and the next step is to 
cut out the lower portion to fit over the gable roof. 
This is accomplished by drawing those lines equal to 
the pitch of the roof line, then allowing all laps neces- 
sary for seaming or flanging and the pattern is finished. 

The pattern for the side can be marked from the 
pattern for end thus saving a separate development. 
The sectional side elevation is here shown to give the 
reader a clear idea of the ventilator. Now to lay out 
the hood draw a quarter plan as A-B-C-D; then draw 
the hip line B-F on a 45 degree angle and from F 
square out a line as F-C; then with dividers pick the 
heighth a-c from sectional end of elevation of hood 
and set it as F-C in quarter plan. The line B-C is the 


and D as shown. Connect these points with lines and 
you have pattern for hood finished. Laps for hemming 
and seaming must be allowed extra. The pattern for 
the wind guard requires no special development only 
pieces of metal cut equal to the width and the proper 
length to suit the end and side elevation; while the 
braces are made of band iron and bent to the angle 


shown with holes punched for bolting where shown. 


J. D. WADDELL RESIGNS AS GENERAL 
MANAGER OF BRIER HILL STEEL 
COMPANY. 





J. D. Waddell has resigned as general manager of 
the Brier Hill Steel Company, Youngstown, Ohio, ef- 
fective January Ist, and will be succeeded by his as- 
sistant, Paul H. Hubbard. Mr. Waddell is about to 
organize a company to manufacture steel sheets. 











38 AMERICAN ARTISAN AND HARDWARE RECORD 


MILWAUKEE SHEET METAL CONTRACTORS 
ELECT OFFICERS AND ENJOY OLD 
FASHIONED FAMILY 
DINNER. 
the Master Sheet Metal 
Contractors’ Association of Milwaukee was held 
Wednesday evening, January fifth, at 456 Broadway, 

followed by a substantial banquet. , 

The election of officers for 1916 resulted as follows: 

President—Reinhardt Jeske. 

Vice-president—I. B. Tonnsen. 

Secretary—Paul L. Biersach. 

Treasurer—J. M. Hollitz. 

Sergeant-at-Arms—N. Stollenwerk. 

Mr. Biersach at first declined to serve any longer, 
having filled the office for twelve years, but was 


The annual election of 





Paul L. Biersach, 


Re-elected Secretary, 
Master Sheet Metal Contractors’ Association 
of Milwaukee, Wisconsin. 


finally prevailed upon to act during 1916, and Mr. 
Hollitz was re-elected for the tenth time to the office 
of treasurer. 

The report of the Secretary Biersach showed that 
there had been an average attendance of 61 percent of 
the membership at the monthly meetings. He pointed 
out that one of the points of the strength of an Asso- 
ciation lies in the regular attendance of its members 
at the meetings and asked those present to make a 
determined effort to induce those who are delinquent 
in this respect to attend more regularly. 

After the result of the election had been announced, 
Daniel Stern, of American Artisan, Chicago, spoke 
on the value to the individual of cooperation with his 
fellow business men, pointing out some of the distinct 
benefits that come to those who thus work together 
with a common object in view. 

At the close of the meeting the members and their 
guests adjourned to the banquet hall, where the En- 
tertainment Committee had provided a_ bountiful 
spread with all the proper trimmings served in family 


style, and for some time the wants of the physical 
man were attended to with vim and vigor. 

When the repast had been duly enjoyed cigars were 
passed and a short program of speeches, songs and 
vaudeville features was rendered. 

Among the speakers were John B. Wallig and 
Charles Skidd, of Kenosha; president-elect Reinhardt 
Jeske; vice-president-elect Ik. B. Tonnsen; secretary 
Paul L. Biersach; Frank Romberger and Daniel Stern. 

A. M. Smith, of the Milwaukee Corrugating Com- 
pany, did some clever stunts in juggling and presti- 
digitation. John Millen and John Bogenberger enter- 
tained with clever songs. 

The following firms were represented: 

Consolidated Sheet Metal Works; Hollitz and Bo- 
genberger; FE. B. Tonnsen; Gallun and Weltzein; 
Klubertanz Brothers; Louis Eschenburg; J. F. Graf; 
P. J. Lavies and Company; IF. J. Romberger ; Roland 
Roden: Schuman and Roden; Hoffmann and Baur; 
William Hammann; R. Jeske and Brother Company ; 
Millen Brothers; John Bogenberger; Nick Stollen- 
werk; Milwaukee Corrugating Company. 

Three out-of-town guests were present, viz.: John 
2. Wallig and Charles Skidd, Kenosha, Wisconsin, 
and Daniel Stern, of AMERICAN ARTISAN, Chicago. 
~eoo 


TENTH ANNUAL DINNER OF SALESMEN OF 
BALTIMORE BRANCH OF THE NATIONAL 
ENAMELING AND STAMPING 
COMPANY. 


The tenth annual dinner of the salesmen of the 
saltimore Branch of the National Enameling and 
Stamping Company was held recently at the Belve- 
dere Hotel, Baltimore. 

Very interesting addresses were made by William 
H. Matthai, secretary of the Company and manager 
of the Baltimore office and former president of the 
American Hardware Manufacturers’ Association; 
George W. Knapp, director general of the Company, 
and A. S. King, manager of the Philadelphia Branch. 

The following were present: William H. Matthai, 
George W. Knapp, C. L. Wagandt, A. S. King, man- 
ager Philadelphia Branch, Thos. W. Gulley, G. W. 
Knapp, Jr., W. Howard Matthai, William G. Knapp, 
L. P. Thor Straten, R. J. Hicks, Philadelphia, Louis 
Bartel, Warner Clark, C. W. Burall, J. Edward 
Griffin, George H. Harper, T. Stran Jones, William 
Kelley, E. W. Lester, Albert D. Matthai, M. H. 
O’Laughlen, H. L. Reese, E. E. Reuling and H. R. 


Ross. 





HARMONY CLUB OF J. M. & L. A. OSBORN 
COMPANY HOLD THIRD ANNUAL 
MEETING. 

The employes of the J. M. & L. A. Osborn Com- 
pany, Cleveland, Ohio, manufacturers of sheet metal, 
three years ago formed an organization which they 
called the Harmony Club and the purpose of which is 
to increase the efficiency and the cooperation of the 
various departments, as well as the individual em- 
ployes. 

The Third Annual Meeting of this very interesting 
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and useful organization was held January 4 to 6 in- 
clusive, and judging from the program which Milo M. 
Gardner, Secretary of the Club, has sent to AMERICAN 
ARTISAN these three days should be important points 
in the history of the Harmony Club and full of good 


results for the Company. The program follows: 
Tuesday, January 4, 1916. 


Each member is requested to examine the Tin Plate Sam- 
ples on the Test Roof, and submit written report to Secre- 
tary, showing the relative present worth of each brand. 

3:00 to 5:00 P. M.—Business Meeting at Club Rooms. 

6:00 P. M.—Dinner at Cleveland Athletic Club. 

7:30 P. M.—Business Meeting at Club Rooms. 

Mos mks ot, John A. Decker 
CINE oii oer ee ed iy kale cyan a ckonees Milo M. Gardner 
Wednesday, January 5, 1916, 


12:30 to 3:00 P. M.—Luncheon and Meeting at Chamber 
of Commerce. 
CE EE soos vv ce oe ha Waveees Mill Representatives 
ORE PE GN ins sds wee avakbasavases J. W. Lucas 
6:30 P. M.—Dinner for Members and Ladies at Statler 
Hotel, Lattice Room. 
Music. Cards. 
Thursday, January 6, 1916. 


2:30 to 5:00 P. M.—Business Meeting at Club Rooms. 


SMAI LES 5 Ache easiest ese Breese ipay wee neron ea ire ie ees E. Cutler. 
6:00 P. M.—Dinner—Far East. 
7:30 P. M.—Business Meeting at Club Rooms. 
WP SE Sk ob ab inddiaieWk ce Senses exudes George M. Barr 
Election of Officers. 
— oe 


OFFSET FUNNEL. 
To AMERICAN ARTISAN: 
Can you furnish a solution of the following, through 
the pages of AMERICAN ArtISAN? The sketch repre- 
sents a pouring can with offset funnel or spout at- 
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Pouring Can With Offset Funnel. 


tached. The can in this instance is 1114 inches diam- 
eter. The funnel I will leave to your judgment as to 
size to be symmetrical with this size can. 
SUBSCRIBER. 
—————., South Dakota, December 27, 1915. 





WHERE IS THE DIXON CUTLERY COMPANY 
LOCATED? 


To AMERICAN ARTISAN: 
Kindly advise where the Dixon Cutlery Company is 


located. 
SUBSCRIBER. 


Grand Rapids, Michigan, January 2, 1916. 


ALLIED TIN SHEET METAL CONTRACTORS 
OF CHICAGO WILL HAVE DINNER 
TUESDAY JANUARY 18. 


The next regular meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago will take the form 
of a dinner to be given Tuesday, January 18th, 6:30 
P. M., at the Hardware Club, 56 East Randolph Street. 

At the meeting held Tuesday, January fourth, Harry 
C. Knisely, one of the governors of the Association, 
gave an interesting account of a tour of inspection 
which he had recently made of the new Carter Har- 
rison Technical School, on 24th Street and Marshall 
Boulevard, which many other facilities for 
manual training has a completely equipped sheet metal 
shop. Mr. Knisely was one of a committee who se- 
lected the various tools and machinery for this shop, 


among 


amounting to about $2,000. 

Besides the regular day and evening courses for the 
boys, arrangements have been made by which the one 
hundred odd sheet metal apprentices under the juris- 
diction of the Joint Arbitration Board will each re- 
ceive one day’s training every week in pattern draft- 
ing and other technical features of their work. 

l‘ollowing Mr. Knisely’s remarks there was a gen- 
eral discussion on the apprentice situation, and the 
consensus of those who spoke was that the proper 
training of apprentices was one of the most important 
matters in connection with the development of the 
sheet metal trade, as there was an actual scarcity of 
general, all-around sheet metal workers. 

The Board of Governors have arranged for an in- 
teresting program of short talks at the dinner which 
is to be given on Tuesday, january 18th, 6:30 P. M., 
at the Hardware Club, and it is strongly urged that 
every member be present. 

dliliimnicie 


PITTSBURGH SHEET METAL CONTRACTORS 
ELECT OFFICERS FOR 1916. 


At the annual meeting of the Pittsburgh Sheet 
Metal Contractors’ Association the following officers 
were elected for the ensuing year: 

President—Louis Luckhardt. 

l‘irst Vice-president—W. I*. Angermeyer. 

Second Vice-president—Charles Laudenberger. 

-J. D. Riley. 
Jacob Graff. 


Secretary- 
Treasurer 
Sergeant-at-Arms—V. J. Hatton. 


Directors—Chas. Laudenberger, Harry Klein, I. 
W. Scarborough, W. J. Keist, W. J. Biglow. 


~~ 
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INLAND STEEL COMPANY PLACES LARGE 
ORDER FOR ELECTRIC EQUIPMENT 
IN NEW PLANT. 





The Westinghouse Electric and Manufacturing 
Company of East Pittsburgh has received an order 
from the Inland Steel Company for the complete elec- 
trical equipment of its new plant in Indiana Harbor, 
Indiana, said to be the largest order of the kind that 
has ever been placed. When equipped, the company, 
it is said, will have the largest electrically driven steel 
plant in the world. The order represents an expendi- 


ture of $1,500,000. 
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SHEET METAL TRADE DEVELOPMENT 


Members of Trade Development Committee of National Association of Sheet Metal Contractors 
Suggest Means for Trade Development. 








In the four previous issues of AMERICAN ARTISAN 
have been published articles prepared by members of 
the Trade Development Committee of the National 
Association of Sheet Metal Contractors, offering sug- 
gestions for elevating the trade to a higher standard 
and securing better business conditions. 

The fifth article in this series follows herewith: 

Important to Sheet Metai Contractors. 

Can Sheet Metal Contractors help to increase and 
develop the Sheet Metal Industry? How? 

First of all—they should study and become familiar 
with the different manufactured materials which are 
applied by a Sheet Metal Contractor. 

Next—they should especially study and become 
familiar with those manufactured materials which are 
of high quality. 

They should furthermore employ competent me- 
chanics—specialists in their particular lines—to apply 
the different materials. 

Some of these specialists should be making Cor- 
nices, Skylights, Ventilators, and Metal Windows; 
other specialists erecting Metal Ceilings; still others 
working on Tin Roofs, Galvanized Roofs, applying 
Metal Shingles and Metal Tile, Galvanized Hip and 
Ridge Coverings, Eaves Trough, Roof Gutter, and 
Conductor Pipe, and occupying themselves in numer- 
ous other ways in connection with the use of Tin Plate 
and Galvanized Sheets. 

Every Contractor should moreover talk the use of 
Metal in preference to any other material. Talk it all 
the time and to everybody—to architects, contractors, 
and prospective builders. 

very Contractor should advocate the use of Sheet 
Metal wherever and whenever it can be used. This 
can conscientiously be done, because it is an estab- 
lished fact that Sheet Metal is more appropriate, more 
durable and better in all ways, than any of its sub- 
stitutes. We refer to other products as “substitutes” 
because Sheet Metal was the original worthy product 
for all purposes to which it is applied. 


If all Sheet Metal Contractors should do this, what 
would be the result? They will largely increase their 
own business, and the business of all of us. They and 
all of us will then be able to run our shops to full 
capacity the entire year—to keep our men busy means 
that all of us make money. 

The Sheet Metal business is a big business, but each 
Sheet Metal Contractor must do his individual share 
of talk and work in order to maintain present volume 
and to develop it to its largest limits. 

Each Contractor should do all he can to establish 
and maintain confidence among builders and owners 
in the use of material of quality, and to discontinue 
and discourage the practice of figuring as low as pos- 
sible and of using the lowest-priced Sheet Metal in 
order to meet or beat competition which should rather 


be ignored. Such competition can be eliminated more 
quickly by pointing out to those interested the dollar 
value of workmanship and material of quality through 
the ultimate advantage of durability over lower initial 
cost. 

It is time for the Sheet Metal man to wake up. 
His competitors have been awake for some time. A 
glance through the big national periodicals—a review 
of bill boards or store and window signs on every 
hand indicates this. The activities of manufacturers 
and distributors of products—particularly roofing ma- 
terials—must be met. Sheet Metal is being supplanted 
in the very channels in which it belongs, and through 
which Sheet Metal Contractors should be increasing 
their volume of trade. 

Why should the Sheet Metal man not substitute 
Metal Shingles for wooden shingles—Metal Tile for 
slate or clay tile—Tin Roofs for tar and gravel? 
Why not erect Ornamental Metal Ceilings instead of 
wood and plaster? 

3ig business in Sheet Metal can be got by sugges- 
tions and consistent “follow-up” on the part of the 
Sheet Metal Contractor. Galvanized Cornices are ap- 
propriate for business and public buildings, so are 
Metal Ceilings and Side Walls. A metal roof of 
some kind suits every class of building. Think of the 
great possibilities in this line! Suggest all these uses 
for sheet metal! Follow up your suggestion vigor- 
ously. 

Architects can, by proper persuasion, be convinced 
of the superior qualities of Metal Shingles and Metal 
Tile. The slight additional initial cost over wooden 
or asphalt shingles is more than justified by their ap- 
pearance and the added wear. 

Tin Roofs constructed where good Terne Plate has 
been used cannot possibly be duplicated for durabi- 
ity. This fact should be driven home. It’s a con- 
vincing argument. ‘Talk it to all those you can reach 
who are or should be interested. 

The tremendous importance of Metal Windows and 
Metal Skylights cannot be denied. It is obvious on a 
moment’s reflection, in fact it’s a crime to use any- 
thing else where safety is a factor. Work this angle 
of the business hard. 

There is absolutely no business where competition 
is so keen as that which exists between manufactur- 
ers and promoters of the use of various kinds of 
building products. The magazines and papers are 
full of advertisements recommending the use of build- 
ing products which are not made from sheet metal. 
A large volume of these products have little, if any, 
merit. Some could justly be called “fakes,” and none 
stand a chance in competition with Sheet Metal if the 
latter were properly presented to the Public. Remem- 
ber—the other fellow will not boost our game—he 
isn’t here for that purpose. We must boost ourselves! 


—— 
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So it behooves you, Mr. Sheet Metal Contractor, to 
become instantly alert. Asphalt Shingles, ready roof- 
ing, beaver board, tar and gravel have made big in- 
roads into your legitimate avenue of trade. It isn’t 
enough to say that the Sheet Metal business is not fall- 
ing off. We should rather be able to say that it is 
increasing—rapidly. General conditions warrant this. 
In fact the sale of most building products has largely 
increased. 

Remember—this is an age of progress. It is the 
“live wire” that carries the message! He always has 
his own interests at heart—his own business in mind. 
He forges ahead! You may think that you can do 
little to combat the great wave of aggressiveness 
which is being displayed by your competitors. Such 
would be the case if you were to attempt it alone, but 
with all of the Sheet Metal Contractors working, as a 
unit, together—talking—recommending—explaining— 
advertising and pushing in every possible way the 
merit of sheet metal the results accomplished are sure 
to be surprisingly large and gratifying. 

It is up to us! Shall we not do it? 


a> 
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J.R.M’LAUGHLIN FORMS NEW METALWARE 
COMPANY. 








J. R. McLaughlin, well and favorably known as a 
manufacturer of sheet metal and enamel ware, having 
formerly been connected with the Atlantic Stamping 
Company, Rochester, New York, and the Lisk Manu- 
facturing Company, Canandaigua, New York, has 
organized the McLaughlin Metalware Company at 
Brockport, New York. They have purchased the 
plant of the Capon Piano Works, which are immense 
buildings covering several acres, and are preparing 
to manufacture a full and complete line of pieced 
and stamped tinware, enamel ware, and galvanized 
hollow ware; a large building is now in process of 
construction for the galvanizing plant. 

Mr. J. R. McLaughlin will be president of the new 
company, as well as general manager, and his experi- 
ence and connections with the trade augurs well for 
the success of the new enterprise. 

Brockport is 18 miles west of Rochester on the New 
York Central Railroad and has ample shipping facili- 
ties and the new plant is being equipped with the 
most modern machinery, and up-to-date and complete 
in all its details. 
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SALESMEN OF MILWAUKEE CORRUGATING 
COMPANY IN CONVENTION. 





Thirty traveling salesmen of the Milwaukee Cor- 
rugating Company have been in convention at the 
home offices of the Company in Milwaukee during the 
past week, discussing ways and means for pushing the 
sales of the Company’s products. On Tuesday, Janu- 
ary fourth, they visited the immense plant of the 
American Sheet and Tin Plate Company at Gary, 
Indiana, being met in Chicago by Messrs. Bennett, 
Howard, Bronson and Gates, four salesmen of the 
latter Company, who conducted them through the 
great mills and explained the various methods em- 
ployed in the manufacture of Apollo and other brands 
of the American Sheet and Tin Plate Company. 


ERECTION OF SHEET METAL TRIM TO 
REMAIN WITH SHEET METAL 
WORKERS. 





On page 13 of the December 18th issue of AMERICAN 
ARTISAN an editorial was published in which refer- 
ence was made to the resolution passed by the Build- 
ing Trades Department of the American Federation 
of Labor to the effect that hollow metal doors, metal 
windows and other “Metal Trim” hereafter was to 
be erected by members of the Carpenters’ Union and 
not by the members of the Sheet Metal Workers’ 
Union. 

The following circular letter has been forwarded 
to AMERICAN ARTISAN by J. D. Riley, secretary of 
the Pittsburgh Sheet Metal Contractors’ Association, 
from which it appears that the question is still unde- 
cided, and in which the statement is made that the 
sheet metal workers will insist upon keeping jurisdic- 
tion over this branch of the sheet metal trade, which 
is bound to grow by leaps and bounds from now on: 
To Affiliated Local Unions: 

Numerous inquiries being received at the general 
office in Kansas City for advice as applied to action 
taken by the San Francisco Convention of the Amer- 
ican Federation of Labor and Building Trades De- 
partment upon the question of our long standing con- 
troversy with the Brotherhood of Carpenters over 
erection of metal trim, I herewith supply a brief state- 
ment covering this subject in advance of a general 
report that will appear in this month’s issue of the 
Journal. 

In the American [Federation of Labor Convention 
the subject matter of this jurisdictional dispute came 
before the convention through the Executive Com- 
mittee report. This report suggested a plan of ad- 
justment which gave the sheet metal workers full 
jurisdiction over the manufacture of all hollow metal 
doors and trim and in the erection either the sheet 
metal worker or carpenter was to perform the work 
under an interchangeable card basis. Your delegates 
opposed this proposition for many reasons, and when 
the vote was taken upon the question it showed a 
majority in favor of the sheet metal workers. Follow- 
ing this vote a motion was made and carried which 
instructed the Executive Council to issue a general 
circular letter announcing that the carpenters did not 
have jurisdiction over the erection of hollow metal 
doors and trim. The foregoing action is recognized as 
a victory for the sheet metal workers. 

In the convention of the Building Trades Depart- 
ment a resolution was introduced which provided for 
the annulment of the “Tampa Decision,” which deci- 
sion gave our craft full jurisdiction over the manu- 
facture and erection of all hollow metal doors and 
trim. The resolution in a somewhat modified form 
was passed by the convention. However, this action 
was only made possible by the most unfair and high- 
handed practices that were ever witnessed in a labor 
convention or gathering of trade unionists, and un- 
questionably the action will be reversed when our 
appeal is heard by the Executive Council of the Amer- 
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ican Federation of Labor, to which body we will seek 
recourse. 

From our viewpoint, the action of the Building 
Trades Department convention in attempting to annul 
the “Tampa Decision” without due process of law and 
for the further fact that the American Federation of 
Labor Convention had passed upon and decided a 
question, any subsequent contrary action by a subor- 
dinate body would be without force or effect. 

It is our position and will be our contention every- 
where that our craft has full jurisdiction over the 
manufacture and erection of all hollow metal doors 
and trim, and I hereby instruct all of our local unions 
and their representatives to take this stand and fight 
for same regardless of influence or advice that may 
come from sources outside the ranks of our craft. 

fraternally yours, 
Joun J. Hynes, 
General President. 
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NOTES AND QUERIES. 


ADDRESS OF M. A. RICHARDSON. 
From I*. W. Lang, Sugarcreek, Ohio. 

Can you give me the address of M. A. Richardson, 
Chicago, manufacturer of tinware/’ 

Ans.—1102 Washington Boulevard. 

PREPARATION TO QGOLOR SOLDER. 
Krom a subscriber. 

Please let me know how to make a preparation to 
color solder the same as copper. 

Ans.—To Color Soft Solder—lor giving the solder 
used in soldering copper the same color as the latter, 
prepare first a saturated solution of pure sulphate 
of copper and apply it to the solder. By then touching 
the solder with an iron or steel wire it becomes cov- 
ered with a film of copper which may be augmented 
as much as desired by repeated moistening with a so- 
lution of copper and touching with the wire. If the 
soldering is to show a yellow color mix one part of 
saturated solution of sulphate of zinc with two parts 
of solution of sulphate of copper, apply the mixture 
to the coppered place and rub the latter with a zinc 
rod. If the soldered place is to be gilded, copper it as 
above described, then coat with solution of gum or 
isinglass and scatter bronze powder upon it. This 
forms a surface which, when the gum is dry, can be 
polished. 

MANUFACTURERS OF STEEL WARM AIR HEATERS. 
From George C. Powers, 1321 East Twelfth Street, Des 

Moines, lowa. 

Please tell me who manufactures steel warm air 


heaters. 

Ans.—Ameriéan Furnace Company, 2725 Morgan 
Street, St. Louis, Missouri; Boynton Furnace Com- 
pany, 131 West Lake Street, Chicago, Illinois; Ex- 
celsior Steel Furnace Company, 517 West Monroe 
Street, Chicago, Illinois; Haynes-Langenberg Manu- 
facturing Company, 4045 Forest Park Boulevard, St. 
Louis, Missouri; T. E. Henry Furnace Company, 
Cleveland, Ohio; Imperial Furnace Company, 
Marshalltown, Iowa; Interstate Manufacturing Com- 
pany, Oskaloosa, Iowa; Lennox Furnace Company, 
Marshalltown, Iowa; Majestic Company, Huntington, 
Indiana; Meyer Furnace Company, Peoria, Illinois; 
Monroe Foundry and Furnace Company, Monroe, 


Michigan; Robinson Furnace Company, 205 West 
Lake Street, Chicago, Illinois; Scheible-Moncrief 
Heater Company, 1444 West gth Street, Cleveland, 
Ohio; R. J. Schwab and Sons Company, 285 Clinton 
Street, Milwaukee, Wisconsin; Isaac A. Sheppard 
Company, Philadelphia; Charles Smith, 70 West Lake 
Street, Chicago, Illinois; Charles Smith Company, 
[Lake and Dearborn Streets, Chicago, Illinois ; Sprague 
Foundry and Manufacturing Company, Council 
Bluffs, Iowa; Standard [Furnace and Supply Com- 
pany, 411 South toth Street, Omaha, Nebraska; The 
XXth Century Heating and Ventilating Company, 
Akron, Ohio; The Wise Furnace Company, Akron, 
Ohio; and Youngstown Furnace Company, 13 East 
Commerce Street, Youngstown, Ohio. 

“PULLMAN” VENTILATOR. 


From L. G. Steindorf, Frederic, Wisconsin. ' 
Can you advise who manufactures the “Pullman” 


ventilator ? 
Ans.—Pullman Automatic Ventilator Manufactur- 
ing Company, York, Pennsylvania. 
GASOLINE BURNERS. 
From the Standard Furnace and Range Company, 501 West 
Main Street, Louisville, Kentucky. 

Please tell us who manufactures gasoline burners. 

Ans.—George M. Clark and Company, 179 North 
Michigan Avenue, Chicago; Dangler Stove Company, 
5017 Perkins Avenue, Cleveland, Ohio; New Process 
Stove Company, 4421 Perkins Avenue, Cleveland, 
Ohio; Reliable Stove Company, Cleveland, Ohio; 
Ringen Stove Company, 825 Chouteau Avenue, St. 
[Louis, Missouri; all divisions of American Stove Com- 
pany, and Clayton and Lambert Manufacturing Com- 
pany, Detroit, Michigan. 

GOPHER TRAPS. 
Irom I. Wilson, Dunlap, Iowa. 

Kindly advise who manufactures gopher traps. 

Ans.—Oneida Community, Oneida, New York; 
Abingdon Trap Company, Abingdon, Illinois; and 
Niagara Falls Metal Stamping Company, Niagara 
Falls, New York. 

PORTABLE PUNCHES. 
From H. W. Darrow, Winamac, Indiana 

Will you please tell me who manufactures portable 
punches ? 

Ans.—Armstrong-Blum Manufacturing Company, 
37 North Francisco Avenue, Chicago; Bertsch and 
Company, Cambridge City, Indiana; George C. Keene 
and Company, Cincinnati, Ohio; Niagara Machine and 
Tool Works, Buffalo, New York; and H. Weiss and 
Company, 20 Cliff Street, New York City. 

“RELIABLE” COAL OIL HEATER. 
From Roanoke Hardware Company, Roanoke, Illinois. 

Please advise who manufactures the “Reliable” coal 


oil heater. 

Ans.—Reliable Stove Company, Division of Amer- 

ican Stove Company, Cleveland, Ohio. 
SLITTING SHEAR USED WITH BRAKE. 
From H. W. Darrow, Winamac, Indiana. 

Kindly tell me who manufactures the slitting shear 
designed to be used with a brake. 

Ans.—C. DeWitt Wagner, Cedar Rapids, Iowa; 
Otis L. Fuller, Department A, Goshen, Indiana; Jud- 
son and Kreger, Goshen, Indiana; Bertsch and Com- 
pany, Cambridge City, Indiana; and Niagara Machine 
and Tool Works, Buffalo, New York. 
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NEW PATENTS. 
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1,165,376. Coffee-Pot. Spencer Adkins, Minneapolis, 
Minn. Filed Nov. 16, 1914. 

1,165,377. Operating Mechanism for Washing-Machine. 
Torris H. Alfreds, Chicago, Ill. Filed Oct. 28, 1912. 

1,165,423. Beater. Ernest W. Ladd, New York, N. Y., 
assignor to Fenton F. Craft, New York, N. Y. Filed Aug. 
14, 1914. 

1,165,443. Lock. John Lewis Pollock, Sterling, Ill. Tiled 
Apr. 26, 1915. 

1,165,480. Coffee-Pot. Robert T. Wood, Kansas City, 
Mo. Filed May 21, 1915. 

1,165,493. Door or Gate Latch. James H. Clark, Cory- 
don, Iowa. Filed Sept. 2, 1915. 

1,165,500. Tool-Holder. George Lawson Green, New- 
ark, Ark., assignor to Charles G. Henry, Newport, Ark. Filed 
Apr. 27, 1915. 

1,165,517. Clothes-Line. Thomas C. Kopetkee, Crofton, 
Nebr. Filed Dec. 5, 1913. 

1,165,518. Hinge. August Krell, Gonzales, Tex. Filed 
June 2, 1915. 

1,165,528. Safety-Razor. Edgar Moran, Jacksonville, 
Fla. Filed May 22, 1915. 

1,165,555. Milk-Pail. Eugene Silas Sutton, Everett, 
Wash. Filed Apr. 22, 1915. 

1,165,571. Gas-Heater. John Ross Creamer, Philadel- 
phia, Pa., assignor to Vesta Manufacturing Company, Phil- 
adelphia, Pa. Filed Dec. 23, 1914. 

1,165,589. Fence-Post. Samuel G. Gillespie, Charleston, 
W. Va. Filed Sept. 13, 1913. 

1,165,604. Wire-Stretcher. Marion Jarvis, Lathrop, Ohio, 
assignor of one-half to Ernest J. Schuler, Lathrop, Ohio. 
Filed Nov. 10, 1914. 

1,165,614. Door-Latch. John H. McCann, Bangor, Me. 
Filed June 14, 1915. 

1,165,621. Firearm. Charles A. Nelson, Utica, N. Y., 
assignor to Savage Arms Company, Utica, N. Y. Filed Oct. 
15, 1913. 

1,165,627. Lock. Daniel G. Pughely, Haileyville, Okla. 
Filed Nov. 9, 1914. 

1,165,636. Combined Garden Weeder and Pulverizer. 
Otto H. Tempte, Kathryn, N. D. Filed Oct. 28, 1914. 





1,165,750. Sharpening Device. Edward A. Christoph 
and Edward T. Mueller, Chicago, Ill. Filed Aug. 20, 1915. 

1,165,842. Keyless Padlock. Richard Moses, Decatur, 
Tex. Filed July 9, 1915. 

1,165,895. Door-Fastener. Rannie Nies and William 
3owen, Cincinnati, Ohio. Filed July 7, 1914. 

1,165,912. Latch. James Shand, Detroit, Mich., assignor 
to Joseph N. Smith & Company, Detroit, Mich., a Corpora- 
tion of Michigan. Filed Jan. 27, 1913. 

1,165,975. Door-Supporting Clamp. Orion E. Johnson, 
Cedar Rapids, Iowa, assignor to W. A. Nunemaker and V. 
A. Tobey, Cedar Rapids, Iowa. Filed Feb. 25, 1915. 

1,168,041. Hammer. Aaron Dewinsky, Bethlehem, Pa. 
Filed May 25, 1914. 

1,166,041. Door Lock or Fastener. John G. Schneider, 
Plainfield, N. J. Filed July 24, 1915. 

1,166,045. Level. William Gethmann, Oklahoma, Okla. 
Filed Oct. 26, 1914. 

1,166,076. Cake-Griddle. George W. Probst, Lock 
Haven, Pa. Filed June 4, 1914. 

1,166,081. Thermostat. John H. Royall, Houston, Tex. 
Filed Aug. 3, 1914. 

1,166,107. Expanded Sheet-Metal Lath. Fred C. Arey, 
Oak Park, Ill. Filed Oct. 18, 1913. 

1,166,131. Oven. William R. Jeavons and Arnold R. 
Whittaker, Cleveland, Ohio. Filed Aug. 1, 1913. 

1,166,151. Collapsible Camp-Stove. Charles [. Penn, 
Spokane, Wash. Filed Sept. 10, 1914. 

1,166,154. Sad-Iron. Edward FE. Rose, Swissvale, Pa., 
assignor to Westinghouse Electric and Manufacturing Com- 
pany. Filed June 28, 1911. 

1,166,212. Clothes Line Support. George F. Hoos, Falls 
City, Nebr. Filed Aug. 2, 1915. 

1,166,215. Sash-Lock. Samuel Horsford, Dorchester, 
Mass. Filed Aug. 27, 1914. 

1,166,216. Latch. Leo James House, La Fargeville, N. 
Y. Filed Feb. 26, 1915. 

1,166,234. Razor-Stropping Device. Richard Marx, Phil- 
adelphia, Pa. Filed Oct. 22, 1913. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 











HEAVY ADVANCES IN PRACTICALLY ALL 
METAL LINES AND MANY INQUIRIES AND 
SPECIFICATIONS FEATURE THE 
MARKET. 





The closing days of 1915 and the first week of 1916 
have been characterized by a flood of specifications 
on all kinds of finished material. The new year has 
opened under very favorable conditions with mills and 
furnaces doing their utmost to meet the continued 
strong demand. 

The price tendency on finished materials continues 
upward and in many instances premiums are being 
paid in order to obtain prompt delivery. This, how- 
ever, does not apply to the United States Steel Cor- 
poration, the subsidiaries of which refuse to accept 
premiums for prompt delivery and do not guarantee 
delivery at any time within the next six months on 
orders taken now. 

In the non-ferrous metals there have again been 
very distinct advances, copper now being held at 24 
cents for Electrolytic, tin at around 45 cents, lead at 
$5.70 and Spelter at about 1714 cents, all prices as 
quoted by the New York Metal Exchange. 

It is of interest to note that Judge Gary, Chairman 
of the Board of Directors of the United States Steel 
Corporation, in a long statement covering conditions 
and prospects in the iron and steel industry strikes a 
warning against over-production, over-extension and 
over-confidence as the result of the present feverish 
prosperity. Judge Gary expresses himself, however, 
as believing that the present iron and steel prosperity 
is sure for at least six months. 

The monthly statement of the United States Steel 
Corporation of unfilled orders is expected to show an 
increase of about 600,000 tons of such orders on the 
books. 

STEEL. 

It is generally expected that by the end of this week 
an advance of $2.00 per ton will be made on all fin- 
ished steel products, such as bars, shapes and plates. 
At the present time the United States Steel Corpora- 
tion quotes these products on a basis of 2.04 cents Chi- 
cago and 1.85 cents Pittsburgh, and the expectation is 
that when the new prices are announced the minimum 
figure will be ten points higher, making the Chicago 
quotation about 2.14 cents. It is reported, however, 
that an Eastern plate maker who now has actual 
specifications to insure a full output up to August 
first has advanced his minimum price to 2.50 cents 
Pittsburgh and will quote only on the most desirable 
business. 

COPPER. 


The New York copper market continues strong and 


a growing scarcity of copper for early delivery is being 
noted. Most of the producers decline to take orders 
for delivery earlier than April first and on such orders 
they quote at about 23% cents. Domestic consum- 
ers are eagerly bidding for any available copper for 
January and February delivery, and the combined de- 
mand from domestic and foreign sources finds the 
market in a condition which points to higher quota- 
tions within the near future. Taking everything into 
consideration, the cash prices on copper may be said 
to be at least 24 cents for Electrolytic, and there is 
very little to be obtained even at that figure. Ware- 
houses have naturally advanced their prices on copper 
sheets in accordance with the big rise in the metal and 
Chicago warehouses announce the base price as 30 
cents, which is an advance of 3 cents per pound since 
January first. 
TIN. 

The most disturbing factors in the tin market are 
the rumors that several steamers lying between the 
ast Indies and New York have either been sunk 
or have abandoned the Suez Canal route, owing to 
the activity of submarines in the Mediterranean, which 
will naturally tend to make their arrival in New York 
much later than was expected. The open market 
quotation for Spot tin is 44 cents bid and 45 cents 
asked, which is about 5 cents higher than the price 
ruling a week ago. Chicago warehouse prices have 
been advanced, the new quotations being: Pig tin, 
49 cents and Bar tin, 50 cents, which is five cents 
higher than the prices ruling January first. 

SOLDER. 

In sympathy with the advances in the tin and lead 
market, Chicago warehouse prices on solder have also 
gone up, the new quotations being 214 cents a pound 


higher than those in force January first, as follows: 


XXX Guaranteed, % & %, 27% cents; Commercial, 
4 & %, 26 cents; Number 1 Plumbers, 24% cents. 





LEAD. 

The lead market shows considerable firmness and 
the leading interest has announced an advance of % 
cent per pound in wholesale quantities, the new quota- 
tion being 5.70 cents in New York and 5.60 cents in 
East St. Louis. Chicago warehouse prices have also 
gone up, the new figures being 25 cents per hundred 
pounds higher than those ruling January first and are 
as follows: American pig, $6.00 and Bar, $6.50. 
RRICES ON CLOTHES WRINGERS ADVANCE. 

Manufacturers of clothes wringers announce new 
price lists to go into effect immediately. The lists show 
advances ranging from $1.00 to $2.50 per dozen ac- 
cording to quality. 














an ne 
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MANUFACTURERS OF WARM AIR HEATERS 
WITHDRAW PRICES. 


A number of manufacturers of warm air heaters 
have withdrawn prices, owing to the higher cost of 
raw material and greater expense for labor. New 
price lists are expected to be announced in a few days. 


TIN PLATE. 

The new price of $3.75 per hundred pound coke tin 
plate f. o. b. Pittsburgh which was made during the 
last week of 1915 has not had much influence on the 
buying, and there is a fairly steady movement going 
on, no doubt due to the expectation that another ad- 
vance in the near future will bring the price up to 
$4.00 base. 

SHEETS. 

Prices on steel sheets are maintained very firm and 
the tonnage for immediate delivery by mills is very 
limited. The Chicago warehouse prices are firm at 
2.90 cents for 28 gauge black sheets, 5 cents for 28 
gauge galvanized sheets and 2.40 cents for 10 gauge 
blue annealed.sheets. It is reported that in the Pitts- 
burgh district, blue annealed sheets are being taken 
freely at 2.50 to 2.60 cents by consumers who are 
short. 


OLD METALS. 

With the high price on steel products and other new 
metals, it is only natural that there should continue to 
be a considerable volume of business in scrap and old 
metals and the price which dealers are willing to pay 
remains on about the same level as during the week 
previous, with possibly a small advance in some cases. 
The Chicago quotations for net tons of steel and iron 
are as follows: Old steel axles, $21.25 to $21.75; old 
iron axles, $19.25 to $19.75; steel springs, $16.00 to 
$16.50; Number 1 wrought iron, $15.50 to $16.00; 
Number 1 cast iron, $13.50 to $14.00. Prices for non- 
ferrous metals are as follows per pound: Light cop- 
per, 16.00 cents to 16.50 cents; light brass, 10 cents 
to 11 cents; lead, 4.50 cents to 4.75 cents; zinc scrap, 
12.00 cents to 12.50 cents; aluminum, 35.00 cents. 


SPELTER. 

The spelter market is quiet and firm, the New York 
Spot price being held at 17.55 cents per pound, which 
is in advance of 12%) points over the figure quoted 
January first. In East St. Louis the corresponding 
quotation is 17.3714 cents per pound. No change has 
been announced by Chicago warehouses either on 
spelter or sheet zinc, the prevailing prices being 18% 
cents for spelter and $23.00 for sheet zinc in cask 
lots and $23.25 to $23.75 for less than cask lots. 

PIG IRON. 

The pig iron situation is decidedly satisfactory to 
the sellers, inasmuch as there is a heavy demand in 
practically every center. In the Chicago market 
Northern Malleable has been advanced by leading pro- 
ducers to $19.00. Chicago furnace and Northern 
Number 2 is likely to follow the lead and also go up 





to $19.00. In the Pittsburgh district, the outlook is 
that the $19.00 basis for Northern Number 2 will 
prevail f. o. b. Valley, although some sellers are in- 
clined to ask $20.00. The Southern pig iron market 
is strong with $15.00 to $15.50 Birmingham ruling for 
the first half and $15.50 to $16.50 for the second half, 
although it is said that a limited tonnage is being sold 
at slightly lower prices. The December pig iron pro- 
duction shows a gain of 165,403 tons over November. 
The output was 29,572,194 tons for the year, an excess 
over 1914 of more than 6% million tons but being a 
million tons less than the record production of 1913. 
The number of active stacks made a gain of ten for 
December over November. 


The Matthew Addy Company’s Market Report, Cin- 
cinnati, Ohio, January 7, 1916: 

Abroad prices of iron are soaring—due to the great de- 
mand, the growing scarcity of labor and the high cost of 
ocean ore freights. For example, the same iron that costs 
$15.00 f. o. b. Birmingham, Alabama, is worth $20.25 f. o. b. 
furnace England. German iron is about the same price as 
English iron. Practically the entire output of the English, 
German and French iron and steel works is for war pur- 
poses. England has enormously increased her output in this 
direction. 

Export of raw pig iron, except to Italy, is impossible 
because of the absence of ship room. And in Italy, because 
of the high freights, iron is now selling at about thre times 
what it cost before the war. On the continent of Europe 
the ordinary domestic uses of iron and steel have all but 
stopped. An overwhelming proportion of the metal output 
is for extraordinary war uses. And the destruction of ships 
and buildings is going on at a tremendous rate. The whole 
problem of industry has been changed. War has altered 
the business map. 

Of all the industrial countries the United States alone 
is still using the major part of its iron in the production of 
peaceful things—farm implements, stoves, machinery, steel 
rails, etc. But even here the proportion of iron which is 
being fabricated for the purposes of war is large. 

The question uppermost abroad, as well as here, is what 
effect peace will have on the iron trade. History answers 
that every great war has been followed by a period of indus- 
trial expansion. It is certain that the destruction of war 
must be made up. And it is a fallacy to suppose that war 
leaves the belligerents financially exhausted. After our Civil 
War we had an enormous national debt that it was predicted 
would ruin the country. But we were not ruined. After 
the Napoleonic Wars England had a debt that surpassed at 
that time anything that men believed possible. Yet after 
Waterloo England had the most prosperous period in her 
history—a century of growth and progress. If his tory 
teaches anything it is that when peace returns prosperity 
will attend it. 

This week has seen no change in the iron market here. 
Prices are firm, demand good, and prospects for the new 
vear excellent. 


CHICAGO. 
No. 1 foundry, Northern, at furnace........... $19.00 
No. 2 foundry, Northern, at furnace........... 18.50 
No. 3 foundry, Northern, at furnace........... 18.00 
No. 1 foundry, Southern..... . 18.00@18.50 
No. 2 foundry, Southern....................... 17.50@18.00 
No. 3 foundry, Southern.. .. 17.00@17.50 
Gray forge, Southern...... Prrreras () O Al 
EE olay chew cute wksenaus deine Ae Soe at OR 19.00 
Lake Superior Charcoal....................-..- 20.15 


PITTSBURGH. 


wo. 2 foumery:.......... , rere 
ce TCE TCO TTR eE ECCT E TEER TEE 18.95 
AMR aaa eG ices dds sara ea ain Hee Sia Seo ards reba dense aay at 19.45@20.95 
asic . 18.95 
Malleable phere Sus cosa 19.45@19.95 
Southern No. 2............0ccec eee eececeeceeee 17,55@18.05 


Southern forge ......... . 16.55@17.05 


ON ge Eee eee ere eer ree en et $16.00@16.50 
ae a, a . 16.00@16.50 
No. 3 foundry..... 15.00@16.99 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS. 

PIG IRON. 
Northern Fdy., No. 1.......... $18 50 
Northern Fdy., No. 2.......+++ 18 00 
Northern Fdy., No. 3.......+.+ 17 50 
Southern Fdy., No. 1........++ 18 50 
Southern Fdy., No. 2.......+++ 18 0C0 
Southern Fdy., No. 3.......+++ Ly 7D 
Lake Sup. Charcoal..........+ 20 75 
DERRORING. .occccvcveccececess 18 25 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 


IXXX_ 14x20. .....ccececcsees 
IXXXX 14x20 
IC 20x28.. 
Ix 20x28.. 
IXX 20x28.. 
IXXX 
IXXXX 20x28 





COKE PLATES. 

20x28 $ : 05 
20x28 8 30 
Cokes, 216 lbs....... IC 20x28 8 65 
Cokes, 270 lbs....... IX 20x28 10 40 


BLUE ANNEALED SHEETS. 


| Seer re per 100 lbs. $2 40 
ES rer per 100 lbs. 2 45 
SS eee per 100 lbs. 2 50 
Se re per 100 lbs. 2 60 
ONE PASS COLD ROLLED BLACK 
ig | eer per 100 lbs. $2 70 
SS per 100 lbs. 2 75 
er per 100 lbs. 2 80 
ye eS per 100 Ibs. 2 85 
BUD: POvsccesceveesis per 100 lbs. 2 90 


GAj. ’ANIZED. 





per 100 ibs. $4 25 
-per 100lbs. 4 40 
..-per 100lbs. 4 55 
..-per 100lbs. 4 70 
per 1001bs. 4 85 
per 100 lbs. 5 00 
per 100 lbs. 5 30 
POLISHED SHEET STEEL. 
oe, a ee per 100 Ibs. $4 55 
ee eee per 100lbs. 4 65 
NE Af Te per 100lbs. 4 75 
Paes sesasesone per 100lbs. 4 85 
SMOOTH STEEL. 
Per 100 Ibs. 
Wood’ s Smooth, LOS 2 See emer ec $3 00 
No. 22-24...... 3 05 
ag ~ No. 25-26...... 3 10 
: He eee 3 15 
oa se Ol 20. sc accn cus 3 25 
PATENT PLANISHED SHEET 
IRON. 
Patent Planished Sheet Iron, 
ea ae ere en mae on $9 11 


PATENT PLANISHED SHEET 


STEEL. 
Dickey Planished Sheet Steel...... 84c 
SOLDER. 
XXX Guaranteed 3 & 4..perlb. 274c 
Commercial 4 & 4....... a 26 ¢ 
No.1 Phiatines palecanhes - 244c 
SPELTER 
Ree pe nee ok dec cw cule 18$c 


8 Lo eee ee $23 00 
Less than Cask lots. .$23 25 to $23 75 


COPPER. 
Copper sheet, base....... .... . 30¢ 








LEAD 
Raveions PW; b ssp sucneesescen $6 00 
National (White) brands (in less 
than 100 ib. lots), per Ib....... ° 
Sheet. 
a | ee per 100 lbs. $6 25 
Ot URES. 5 ses5e5 per 100 lbs. 6 30 
ALUMINUM 
Carload lots. 
No. 1 Pure Ingot..... per Ib. £0 4 
BN sos chs sapehichs 
TIN. 
Yh ee ee perlb. $0 49 
re ‘“ 50 
HARDWARE 
ADZES 
Carpenters’, 
PRR is cks es baer Seka nee 40% 
Coopers’. 
POTN S...ccccccee pebGuceeee 15% 
WMO ckeskeeesn st naben as 15% 
Railroad. 
ae jheseeeseeeoe eee 
Ship. 
PONE ocossaenan es Se0e0v00 40 
WORE Siew seksssnsesesbancee 15% 
AMMUNITION. 
Caps, Percussion—per 1,000. 
i Waterproof, 1-10s........47¢ 
Meneses scab iiew em ssskueweee 
aaa own eeee boas abe eacocese 68c 


Shells, Loaded— 
Loaded with Black Powder..... 40% 
Loaded with Smokeless oneee 
medium grades.......... 0&5% 
Loaded with Smokeless WE 
high grade........ 40 &10& 10% 


Winchester: 


Smokeless Repeater Grade. .40 & 5% 
Smokeless Leader Grade reemener < 
PK COMO Scns cccenkee swe 40% 


Gun Wads—per 1,000. 
Winchester Gun Wads.........15% 


Powder. Each. 
DuPont’ 's Sporting, | .eese ae 25 

4 kegs.. 5 40 

” 4 kegs... 2 85 
DuPont’ s Canisters, IAD. cine 46 
Die wis 26 

“is Smokeless drums... 23 49 

di = kegs.... 11 88 


4-kegs... 6 08 


oe ** -10-can drum 4 86 
ra - 4-kegs... 3 12 
2 33 canisters 54 
Shot. 
Drop shot, sizes smaller than 
B 25-Ib. bags, per bag.. .-$1 70 
Drop shot, B and larger sizes, 
25-tb. bags, “Ce ae 1 95 


Buck shot, 25-lb. bags, per bag 1 95 
Chilled shot, 25-Ib. bags, ‘* 1 95 


ANCHORS. 
Expansion Screw Anchors....... -60% 
ANVILS. 
Trenton, 70 to 80 lbs...... 9ic per Ib 


Trenton, 8! t2 350 Ibs......94¢ per lb’ 
e 


ASBESTOS. 
Bcard and Paper......... $3 00 Cwt. 








AUGERS. BEATERS. 
ss Carpet. Per doz 
og eee 0% * 
ae anaapmeraaheatontaiies: 50% | No. 13 Tinned Spring Wire...$ 0 90 
Ce ee ee eae - 70% No. 11 Spring Wire coppered. 1 30 
NO. 10 Preston. ....666.ceecse 90 
iin Egg. Per doz, 
Bonney’s—tist $30.00......75& 59% | No- 50 Imp. Doyer..-.....-$ 0 75 
Stearns, UTE so as wide o> bGivw 36 00 No. fo “ “ hotel. . 1 os 
No. 10 Heavy hotel tinned.. 2 10 
nO. 13” a sap ee 
Post Hole. No. 315 ee wen, ae 


Digwell, 8-inch....... per doz.12 50 
Iwan’s Post Hole and Well... 40% 
Vaughan’s, 4 to 9-in...per doz. 6 60 


Ship. 
Ford's, with or without .. .50% 
Snell’s 40-5% 
AWLS. 
Brad. 
No. 3 Handled....... per doz. $0 40 
No. 1050 Handled.... “ 95 


Shouldered, assorted 1 to 4, 
rer oe per gro. 3 60 
. 70 


No. 18 “ a Yang 


BELLOWS. 

ERUMUNNS Ginso ocean cebiendeoe se 65% 
Hand. 

IMO S b 0s aw weteewe per doz. 7 50 

LOS. ae = 9 40 
Moulders’. 

BRAIN. ison b-saes.s “i 12 60 

BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 

Bronzed base...... per doz. $5 00 

Cow. 

PaRets MSEIMNO Ss os5 55, 5'50.0o0 Psa oie 60% 

I 6 case soo sated 65&10% 
Door. Per doz. 

New Departure Automatic... $6 50 


Rotary. 

3 -in. Old Copper Bell....... 4 00 
3 -in. Old Copper Bell,fancy. 6 00 
3 -in. Nickeled Steel Bell.... 4 50 
34-in. Nickeled Steel Bell.... 5 00 





Harness. 
SCOOT, 555 ose <0% 6 95 
RE ore rr ne 90 
Peg. 
Shouldered.......... ~ 1 50 
ee ee $3 65 
Scratch. 
No. 1 handled....... i 5 40 
No. IS, socket han'ld. per | doz. i 25 
No. 7 Stanley Meee ee ors i 73 
AXES. 
Boy's Handled. 
Lippincott, 3 th...... me; doz. #6 00 
Marshall Falls City.. 5 00 
Broad. 
Plumbs, dL OTE eg 
Can. ‘Pat isis Sede aoe 5% 
= Firemen’s (handled), 


hepa wine per doz.$19 00 
Plumbs, Miners’ (handled) "9 CO 


Single Bitted (handled). 
Blood’s Champion........... $10 50 
Blood’s Dull Fini ae 
Rough Rider 
ES SR er ee ae 


6 
Perfect Premier, Forest Clipper 8 50 
Single Bitted (without handles). 
Blood’s Champion........... $8 25 
Blood’s Dull Finish.......... 775 
PRE) ERODE 255% 0s sae os 6 00 


Double Bitted (without handles). 
Blood’s Champion, 3} to 4} lbs. 
Risteretetererce aoe Ska per doz. 10 00 
NINE TIES asc. cs 6 o's 7 8 50 
Perfect Premier...... ee 9 50 
The above prices on axes of 3 to 4 lbs. 
are the base prices. 
34 to 43 ibs. advance 25c. 
4 to5 Ibs. advance 50c. 
44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 10 16 20 25 
Per 1,000...$2 50 375 450 5 00 





BALANCES, SPRING. 
PRS ca custuldsueeeSceuwe<cee 20% 
BARS, CROW. 

Pinch or Wedge Point, per cwt.. $3 25 
BASKETS. 

Clothes. 
Small Willow........ per doz. 7 00 
Medium “ ....0s< * 8 75 
Large ch * 10 50 
Galvanized Iron. 4bu. 1 bu. 14 bu 


Per doz........$3 50 500 675 


Hand. P 
Hand Bells, polished....... 40&10% 
i St ree ee 40% 
eer ee 
EE ae Eas 5 ree ee 40&334% 
eg & oa a irra 334% 
Miscellaneous. 


Church and School, steel alloy... .50% 


Farm, Ibs... 40 50 75 100 
SSE «\0:00:5:66 #190 240 355 475 


BEVELS, TEE 
sa adh s, rosewood handle, new 








PONS SROs 5 555 58550566 5 aie 75% 
BITS. 
Auger. 
Extra Double Spur.........70&10% 
Ford's Car and Machine... .40&10% 
oy erry ar 50% 
SEE chica GO avis 6a 5 Aiea 50% 
Russell Jenning’s.......... 30&10% 
Clark's EXpannive.. ..o.0 6 s06i05 65% 
Steer’s ** Small list, $22 00. 25% 
sth ‘Large “* $26 00..25% 
Irwin phi eee ee SINE eRe ee 50% 
Ford's Ship — pattern 
DAES soo Sees Wake uenawse 50% 
ST Skbebesweness 15% 
Countersink. 

No. 18 Wheeler’s.. . per doz. $1 60 
No. 20 sg 2 40 
American Snailhead.. “* 1 10 

ose “ ce 1 20 
ax OMG 615d Sve r 1 00 
Mahew’ 6 FPiat...... sy 90 
ae vi 1 40 
Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern..... per | doz. $0 60 
German 65 
Gouge - 80 

Spoon is 15% 

Countersink se 1 3u 
Reamer. 
Jenning’s Square..... ey 2 50 

Standard Square..... ee 2 00 
American Octagon... ee igs 

Screw Driver. 
No.7 Common...... 55 


No.) Tauineh 66s. FS iz 
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BLACKING, STOVE. (See Pozish), 
BLADES, SAW. 





er doz. 
. 964, Royal Blue, conmad 
per doz. 


Butchers’. 
Standard, 3? & 1}-in...........35% 
Serer 35% 
Baris asssco verdana 
Hack. 
DisstOn 8s s ssis ese ccees cscs eoeee 
Rr rrr rer eer oc 30 
eGR cia wiewies suiieeeae » -208&5 
Wood. 
a Wi may cae per doz. $2 40 
isston’s—No. 6, 16, 36 & 045. 4 75 
fi ei « 2 50 
BLOCKS. 
Snatch 
WOON i cs ce 0a serekeeess 70&10% 
co ere rere eee % 
Tackle. 
Tron Strapped 206s. scccees 70&10% 
COM, DICE siss'ewscens smaeae'sre 60% 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental........ ” 
Wabash Mosaic.......... pis 
Wabash Delft Enameled.. ie 
Wabash Art Inlay....... ses 
Wash. 
No. 760, Banner Globe, ge tng 
EA SER ere ee er doz. $2 
No. 652, Banner Globe, (single) 
Sache nia kiseue per doz. 3 50 
No. 862, White iene (glass) 
cipuntiaan ad ste aap anaes ts per doz. 3 75 
No. 800, Brass King. . #3 3 30 
‘No. 172, Our Best, ie saver) P 
3 


25 


BOBS, PLUMB. 


Carpenters’. 
Oe ee per doz. $0 60 
A ll reer ve 1 20 
PS Gi casemate bs 2 20 
eS es 3 Zs 
SS, lee ne 4 40 
No. 113, brass plated. = 110 
No. N30, nickel plat’d ‘ 1 50 
BOLTS. 
Carriage, Machine, etc. 
Carriage, }x6 and sizes smaller 
and shorter. ........0..- 75&10% 
Carriage, sizes larger and ~~ 
ere eee 1&10% 
Machine, }x4 and sizes PEAY hig 
ON NS arene 75&10% 
Machine, sizes larger and long- 
ex than §x§x6......6.666053. 70&10% 
I ys eecieey auw Siore eae aed 60&10% 
NON No gaat DES Sale sai 80&10% 
eee eee er ee ere 75% 
Wagon Box Strap... sccsceesss 70% 
Mortis, Door. 
a ae 60% 
Gem, bronze plated............ 20% 
Barrel. 
NG 655 sis coeaneee ees wees 60% 
OL Ee ee are ee 75&10% 
Wrought, bronzed.......... 50&10% 
Flush. 
EN Soba xe .b on :0 80% 40&10% 
Spring. 
LL, CE OREO Pea 75&10% 
Wrotgnt, Heavy. s.sscse0ss 70&10% 
Square. 
EE aig nists ere ntomreose sd cbs 50&10% 
MGS sala Sui sea' niece as aane 70% 
BORERS. 
Angular. 
Miller’s Falls........ per doz.$13 75 
Sill borers, No. 51..... “* 18 00 
Bung. Doz: 
Enterprise Mfg. Co.’s No. 1..15&5% 
“ No. 2..15&5% 
BOXES 
Me Oise ss50s 1 2 10, 
POP GOB. 2 6isacs $3 50 5 00 15 00 
Miter. 
New Lanedon.....0se0000% 15&5% 
Stanley’s...................--30% 
od Se a ae each, 1 50 
BRACES. 
Fray’ s mageg Spofford’s........ 60% 
08: 66,40 146... 0050.55 380% 
2 No CL ee Cree $3 50 
= BR Ss winnie xwied oe 3 00 
S NS Sass brraterewion 3 30 
BRACKETS. 
Hay-Rack. 
Wenzelmann’s No. 1. aaa doz. $9 50 
No. 10 00 
Shelf. 
Clover Wrought Steel.......... 75% 
Clover Folding................65% 





BROILERS. 


Cee e eee errs reer ereessesere 


Wir 70% 
No. Lanes, Self-basting, 90 doz. $2 50 


BUCKETS. 
Pump, Rubber. 
Sc | RE AP ee per gro. #4 A 
CUES was tvedisess 
CHEMDIONs  6:655 06 ea Me ; 50 
a a rere “e 9 25 
RM cia ewe eisine a wieate 3 5 00 
DNs istersic-aidas so neane - 6 75 
Well. 
Galvd, Qts 10 12 14 
PGP GOS. ..-.058 $290 325 3 49 
Wooden, top ear, plain, perdoz. 4 00 
swivel, ‘“ 5 10 
BUCKS, SAW. 
ONIN 2 6 Sees eke per doz. $2 40 
BURRS, RIVETING. 

COnDet BUF OGY... .< 6.60 00sisin 15% 
Tinners’ Iron Burrs only....... 65&5% 
BUTTS. 

CO ION ios was oc cageae eead 60&5% 
Wrought Brass (New List)... .50&10% 
Wrought Steel, Bright............ 65% 
Wrought Steel, Japanned.......... Ne, 
CALIPERS. 

POE ons oa oa we RSE Osas 35% 
Ennide and Outside: « ....6c.<0sci006 35% 
RWS icin cecvic sid shies oki na oeonie ete 30% 
CALKS 

Logger’s Boot. 
(Lufkin R. Co.’s), per M..... $3 75 
Toe. 
Shoenberger............ perlb. 5c 
CL a ore = 44c 
MBE OMAE oo doe ¥en sy 7¢ 
WOES. wit dawnwagesne 5 8ic 
CANS 
Milk. 
Holstein. 
ee 5 8 10 
Per doz. .$18 50 24300 «627 SO 
Gem rane 
6 8 10 
Per ais ‘$19 25 2375 25 2 
Illinois Pattern. 
ere 10 
Per dozen........ $25 75 2900 
a 4 Pattern. - 
Per doz..........$25 00 28 00 


CAN OPENERS. 
See Openers. 


CAPS, GUN. 


See Ammunition. 


CARPET STRETCHERS. 
See Stretchers. 


CARRIERS. 
Hay. 
Diamond, Regular...... each, $3 85 
Diamond, Sling........ 7 00 
CARTRIDGES. 
See Ammunition. 

CASTERS. 
Standard—Ball Bearing....... 50&10% 
Pe  Nerrinteis-e er uive ace a cia vialearsa cae 60% 
Common Plate. 

Oe SE Ee a Pee 60% 
Iron and porcelian wheels, new 
ae ae ae 60% 
Philadelphia Plate, new list... .60% 
POMS oS 5. 455 Gn evn te eine eae 60% 
MURINE. seca da eels wre 75&10% 
CATCHERS, GRASS. 
Carreras NO. Coo nce per doz. $4 25 
Wildermuth’s, 
1 ere 1 2 3 
at) re $5 60 5 75 6 25 
DEO sia/i0 4 4 - 6 
PET QOB 505060: $675 950 1000 
CHAIN AND CHAINS. 
Breast Chains. 
Doubleslack....... doz, (Pairs, $5 75 
With Covert _— 5 00 
With Slide........ a 25 
Without Slide..... is 2 85 
Bright Ox Chains. 


g-in., $7 25; j-in., $5 45 per 100 Ibs. 


Cable Coil Chains. 


Inch.. 1's : 

Per 100 Ibs. $10. "80 8 by 7 "bo 6 20 

Inch.... 3 

= tbs. 6 00 5 ‘90 5° te §.65 
ee ee re 1 1 

POT LOOT. 6.cicciccs 5 55 § S35: 3:65 





Cable Log Chain. 
Advance 25c per 100Ib. on Cable 
Coil. 


Coil Chains, German Pat. 


Ree kieran a eayeareslmadateaée 70% 
ai oteaa adres sin ho eae 663% 

eae Nein Bs ck ace sta dain 65% 
German Pat. Halter Chains 

MOO ce: Saito ciukeeatbvalee ec a 663% 

ies vaca heres iataara moles 65% 

oo hain one A ae eS Ae 60% 
German Machine Chain. 

3/0—2/0O—1/0O—1............. 50% 
Picture Chains. 

Light Brass, 3 ft..... a, doz. $0 


Heavy Brass, 3 ft. 
Pump Chain. 


Galvanized, per 100 lbs...... $5 50 
Safety Chain. 

PRE ee ig ales ie he ee laee Seierans 65% 
Sash Chain. (Morton's): 
Steel, per 100 ft. 

LCLSE ETAL OE CONE RPR ONE ae ae eee $1 20 
WIENS Sede oe oa eee cee hese 1 60 
|  Ae Iy Reaee a ere eee ae 2 40 
ae 5 
BS: seo ald manele Oe g bie dsalecnce-ero'e 2 00 
oR Batace Poaieup Gicetiae oa eareisls- Stave 2 70 
| 5c a a gay ae Oe ek ge 3 35 
Champion Metal. 
EMS S62 os sak oosor eau ttalee ais 3 00 
MER eid sauce ated kd wh ateeie aia 4 50 
Cable Sash Chains. 
St CRT EEE RICE IES ©. 
AIMEE oy 2178, a tase wio-k Shehstaisroi olen 25% 


— Steel _— os 


Per 100 lbs. $16 00 
Stretcher Chains. 


5 
130 12°50 


s-in., $8 50; 3-in., $7 75 per 1001bs 
Tie-Out Chains. 
PERU oe Na sei aici xls oie ol wre 70&5% 


Trace Chains. 
Western Standard. 


ni: eae a ee ree per pair, 30c 
aa + a a ee 34c 
69 — BF o oo kc tae aes = 33c 
Co) |) 7? - 38c 


Add 2c per pi air for Hooks. 


Add 2c for Twist Link. 
Wagon Stay Chains. 
i Se ts 2 
Per 100 lbs....$6 50 600 5 50 


CHALK, CARPENTERS’. 


MEM ars hn sede adam eees per gro., 80c 
NG iso clea acne acwisieiesae = 70c 
TN a. ars dayne ph sai Sale oe 60c 
Common White School 
ATO OR 6 om biceeesa:06 IIc 
CHARCOAL. 
ee eee eg per bag, 95c 
CHECKS, DOOR. 
MUU c's 5 a Kis Siwiw Simrave wae aba 30% 
CHIMNEY TOPS. 
DWANS VOWERO® oie ccc cc ss cece vO 
CHISELS. 
Box. 

BHONEN Sos oko 10 12 14 

— per, dosss 00 3.50 3 80 

Fla 400 500 550 
Cold. 

Good quality, § in. and 

ee a aerate per Ib., 13c 

Smaller size, per doz......ccccece 
Socket, Firmer. 

ON Sarah is op ata e ree e ee 758&10% 
Socket, FYAMtiNG. oo cccccee ». -50&10% 
Tanged, Firmer. 

Weites RAINE io koe ncn cemeaes 20% 


Choppers, See Cutters, Meat. 
CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
TIEIPOUE So: So cnn tenis per doz. $6 25 
Yankee, for Yankee Screw 
ES OD 5 00 
CHURNS. 
Anti-Bent Wood, 
RAR og car gris '8 5 7 10 
er $3 90 4 60 4 85 
UGA MOUs (a sand « oat anne 65&74% 
Common Dash, 
ya Ccecesecceee 5 6 
PORUOE. s é..««% $9" Pe 10 00 10 80 
Union, Gal...... 7 10 
JO, $3° 75 4 35 5 40 
CLAMPS. 
Adjustable. 
DIOP BA 43.60 ioe vc kee cascunsOOue 
Carpenters’. 
MEER ola 5.05 eiw'e 4 see Rae Rae ee 25% 
Hose. 
Sherman’s, brass, 3-in., per doz. -42c 
Double, brass, 3-in., 90c 





Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0, £3.50; No. 1, 
$11.50; No. < $5. 00 doz. 
1, $6.25; No.3, 


Wentworth’ s, No. 1 
$8.75. 


CLAWS, TACK. 
Cast, wood hdle....... per, doz. — 


Forged steel,wood hdle. 0 80 

Salih oe Si " 00 

MON oho aioe ids a voles - 50 
CLEANERS. 

Drain. 

Iwan’s Adjustable. REO 
Iwan’s Stationary........... 40&5% 

Pot. 

NPR oo rors Odi eran Sg per doz. $0 75 

Side-Walk 
SCO ener rae per doz. $3 25 

RECA e os wicibat disn d eae niiee wowace 65&5% 

CLEAVERS. 

Family, 

Beatty's, Inch 7 8 9 
Per doz...... $8 75 975 10 75 
WRNEGN Ss: oo ck ond <ce¥iet per doz. $2 25 
Butchers’. 
BAND aes 5,3 eek w wera eee ee 25% 
CLEVISES. 
DEMO ae oreo ch ae sawek 6c tb. 
CLIPPERS. 
BRUM Stree Aen okie ake $1 90@4 75 
CLIPS. 

PNG ali T eatin ad can Doe wooiEA 65&5% 

Damper. 

SE OO A en rr per doz 70c 

TEMPS oe ckscdeetalcaess * ~—«-38e 

WNING Se. 6 sais ecard sar Owatakniae wae! 7, 
CLOTH. 

Emery. 

RAMU a acc aaa B's/6 1 gin wise oats orn 
BROOME gain aie aca a ie eR aS RE 50% 

Hardware Wire—full rolls (100 ft.) 

2 to 3, incl., Galv.—in full roll.. $3 00 
Ce * oc. ae 
eet ice ala alae ate es vo oe 
7 ORDO S oica cas a 4 00 

Screen Wire. 

12 mesh, painted, per 100 sq.ft. 1 20 

COLLARS, STOVE PIPE. 
Inches.... 5 6 7 

Plain Tin, per gro$¥l 90 240 350 

Japanned Tin *“* 300 350 425 

Lacquered Tin “* 360 420 4 80 

COMBS, CURRY. 

Nos. Per doz. Nos. Per doz. 

000 ....$0 37 299....$1 05 
Re 23%. 60 a 85 
ns a re 390.....<. 3 35 

re 90 A re 

ee ee Se G20... 75 
er 80 1400.... 1 40 
COMPASSES. 
ee FOO ee CP Te err er 60% 
Pencil—Faber'’s........ per doz. $1 00 
COPPER—See Metals. 
COPPERS. 

a 

LEO ee Ree per tb. 32c 

is ie... 2965 21) =: “* 28¢e 

3S Mand lnteesr:.iccc cscs °° §626c 
CORD. 

Picture. 

White Wire (new list)......... 85% 

Sash. 

Regal Brand... :....6... per th. 35c 
Puritan Brand... 65.2. 7 25¢ 
CORKSCREWS. 

\ 2 CN See Ne rena cet 334% 

Williamson ’s Regular ; .40& 10% 

Williamson’s Forged Worm.. . 50% 

COTTERS, SPRING. 
All sizes (new list)....... ..90% 


COUPLINGS, HOSE. 


per doz. $ 1.00 
85 


Brass. 
Brass Plated.........-. 


COVERS, WAGON—See Tents. 


CRADLES, GRAIN. 


Morgan’s Grapevine... .per doz. $22 
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CRAYONS—See Chalk, 


CROW BARS. 
Pinch or Wedge Point...... per tb. 34c 
CUTTERS. 
Glass. 
WOROOEE , o.vccccssnsevessves 40% 
Meat. 
Enterprise, Nos. 5, 10, 12, 22, 
oe EY SE ae eee 25% 
No. 202, list, $1.50 ea...... 40&74% 
Pipe. 
Saunders’, No. 1 2 3 
MN passeses $075 120 3 80 
Slaw and Kraut. 
3-knife Kraut........ per doz. “ 4 
1-knife Slaw......... i 
2-knife Slaw......... ™ > 3 
WN cncavie cee abeas . 7 75 
DAMPERS, STOVE PIPE. 
MES ccs sbkinc bans ae mower 50&10% 
DP oo pose h ins e ee 50% 
DIES AND STOCKS. 
PE cc oscacwssesssenssv ee 40% 
DIGGERS. 
Post Hole. 
EEE e eee per doz. $9 25 
a eer = 9 00 
Peer ee " 7 50 
Oe ESS ereerrre - 10 25 
Iwan’s Split Handle.. “ 7 50 
Iwan’s Perfection. 2 9 00 
Iwan’s Hercules pattern 3 10 00 
rere = 17 00 
See also Augers—Post Hole. 
Dividers, Wind 0.0 sccccccess 65&10% 


DOOR CHECKS—See Checks. 


DOORS, SCREEN. 


q-in. 4-panel, painted...... Net prices 
1}-in. 4-panel, painted...... < 


14-in. 3-panel, natural pine, 2 


ODN ierhnceesetes esse 
DOOR HANGERS—See Hangers. 
DRILLS. 
Bee eee ers 65% 
PRRCRIIEE TWIG oc occicccnsvess 60% 

Breast. 


Fray’s No. 9..........-each,$ 1 75 


Millers Falls No. 12..... “ 2 00 
Hand. 

Goodell’s Automatic, 

Nos. 01 03 3 20 

Perdoz. $7 75 11 50 12 50 11 00 

Goodell’s Single Gear, per. doz. +4 75 


Millers Falls 2 75 
“* Double“ “ 15 25 
Reciprocating. 
CHONG S. . 5 sein aeed per doz. 16 50 
Bit Stock. 
ch ere 65% 
DRIVERS, SCREW. 
Eee es cise o.cgists 65&107% 
Pe EOS ons ccsccedc soe 
ee ee 
Champion Pattern.............. 70% 
Clark's Interchangeable.......... 30% 
aa ee Pet] 
Reed’s ns ed pata eee 
Goodell’s Spiral........ 50, 10, Het 
Yankee Ratchet oo... + «1.50% 
** — Spiral.. -”508&10% 


EAVES TROUGH, GALVANIZED. 


Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 

Adjustable Stove. 


eS eee 6 7 

Smooth, per doz #0 4 090 1 25 

Plan'd 225 290 
Corrugated Stove. 

Toches........ 6 7 

Smooth, per doz: #0 75 090 1 30 

Pol’ 40 165 2 35 


Plan’d, mr 2 25 290 3 75 
Four-Piece Stove. 


Inches ....... 6 7 
Smooth, per doz $0 60 065 095 
Planished “ 75 i197 -255 


ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated. 


Size. Doz. 
TR eee reer ree $ 3 60 
DN a oe cums kee rues 4 32 
Aa ee ee 72 
eee ree 15 00 
PREM Gi Ser aeebnswawta cena ba 18 00 


Subject to discount. 





EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 


5-tb. 
ery pkgs. 4 kegs kegs 
No.60 to 150, —- 6c 4c 4c 


PRE cciene 3c 3c 
ENAMEL, IRON. 


A-B Iron Enamel, 3 doz. case, 
per gro., 15 4 


EXTRACTORS, PIG. 
See Forceps, Pig. 


EYES. 
Bright Wire Screw—See wer B. W. 
Drifting — skew eee esGorr 0, 10&5% 
Hooks and— 
SNGDRicas a8 So enced setneoe 85&10% 
et Pe rere tr c, 90% 
FASTENERS, STORM SASH. 
Bchrowler’s. ..2.2.000%8 per doz. $0 85 
EMBO; <5ccsae enone ae 115 
FILES AND RASPS 
Css acueussavensan sebeuae 70% 
Nicholson’s— 
PSRs idasicccceesesee 
RUE: 4G o5Gh shee bouweer 
Black Diamond...........- 
PE CCL et css isap seer 75&10% 


Of, ee eee SL: 
Kearney & Foot 
McClellan........ 
Nicholson........ 





J. Barton Smith.. 

X-F Swiss Pattern........+. 40&10% 
DONE: coseaus cis cdowbepouee 70% 
IPN DS Sc scapesekasweser 758&10% 
CS ee en er st: 70% 





Wood Pails. 


Frazer's, 15 tb,80c; 25 tb, $1.30 each. 
Hub Lightning, 15 th, 55c; 25 bb, 


70c each. 
Tin Cans. 
Chamellene Graphite, 
| rrr an $9 50 
a Rr eerie 25 00 
eo ee a eer 37 00 
GRIDDLES. 
PE co ckucuereesawnie sess 334% 
GRINDSTONES. 
Family. 
SOMOB, 5 <5 5s 6 8 10 
Per doz...... oF 75669 75 = 612 
Loose. 
Per ton...........-$22 O00@$23 00 
Mounted. 
Ball Bearing... 1 4 3 
Sas $3 75 360 335 
Common Bear’g 1 “4 3 
WOU Scsscwse $3 35 315 300 
GUN WADS. ” 
(See Ammunition). 
HAFTS, AWL. 
Brad. 
Se per doz. $0 19 
Peg. 
re a 22 
Patent, avec top.. ad 50 
Patent, leather top.. — 60 
Sewing. 
CAMBONON sis ibd cscs %§ 22 
fo eee enna a4 52 
HALTERS. 
RG IIs soko sina oe ee per doz. $1 10 
GOS MIE S's bso cew'ss < 1 85 
RRDSS Clee isa Sy bigs 3 e 2 00 
Leather, rope tie....... ri 8 50 
Leather, leather tie..... “x 11 50 


HAMMERS, HANDLED. 


FLUE STOPPERS—See Stoppers. Blacksmiths, Hand. 
SPU bae sah oan wee anlonon 50&10% 
FORCEPS, PIG. Ensineers’. 
GRDETION. «5.220024 <2) POPOL OS F905 codes osessesasess = SORIOM 
Whisson’s Imp......... ‘4 5 25 | Farriers’. 
ecaees sagneneia senior nsess 40&10% 
FORKS. achinists 
Bite aoe nc eueenispsinwinisaieniveis 60&5% 
Sieel, mew fist... ok oases se 60&10% | Nail 
_ ee ee ee ee eee ee es 40&74% 
Wood, 4-tines........ per doz. $5 00] Quaker City... per doz. $385 
Hay pea Tei ie ee eR eee es on 4 
Rs ks 2 he i rn eerree=s 5% 
De ig kcneg a ckweaae ences 508&10% | tetne. 
Br a he en en ee 60% LTE tReet eee eee eee eeeee 40% 
Digging ee ee) ree 65&5% Shoe 
ORs 2 onus obscene shee oeee 30%) Cast... ...s0cc0c. per doz. $1 25 
pas "an I rd $0 35 
43 OS ics gn ease oz. s 
—_ ee hose Ree rk recleeon ease Pol’d Iron. iHickory’h a o 50 
eee i ee | (i Mall. Iron, Inlaid “ 1 55 
Manure. ¢ ———— Poste as on" 2 3 
ti eee 70 080 1 00 
PM 6 6c ss bee cae earn baeaee 60% ? pitees Eine leaded per dos. 475 
GAUGES. HAMMERS, HEAVY. 
Butt and ae Heavy Hammers and Sledges. 
Cream Pail. SIME OIE cine sc eacemecesyies 75% 
Pairmount.....05..00 per doz. $3 75 5 Oh BON RET ccs oseiecebs 75&10%, 
Marking, Mortise, etc........... N al Masons’. 
hock tebubheurGscesentus Shar e Single and Double Face. . ..70&10% 
Saw 
; HANDLES. 
Wire. , 4 Auger. 
Disston Sor ccsccccccccccccvces 25% Pratt's Adjustable, wg | oe $0 55 
; ratt’s Adjustable, Nos. 1 & 2 
ciiaessizcaeT Th . ir. eR READE: 4 75 
SPOIL; «os ini aroe ais ss sion 35@40% vn oe " Adjustable to eae per set, 1 35 
RATE, TET EEE eT 
GLASS, WINDOW. < 35% 
a rer 90&20%, | Chisel. 
| ee eee meee 908&25%, Hickory, Tanged, Firmer, Assorted, 
33c; Large, 38c per doz. 
GLASSES, LEVEL. gag ag hy gop ny eran 
a c Large size, 30c per doz. 
hank }Hekoeteaeceshe per doz. $0 . heed. Tenand, Pome, av 
i llc ait ‘ ee _ a ~~ per aes 
pplewoo ocket irmer, s- 
Bulk. GLUE. a per doz. $0 3¢ 
Ce eee . per Ib. 18c Coal Pick..........2+++00+0e00s 407, 
ep Se ae aenaceee a SOE EO ss Boe hG Se oes ose 407 
wi Ss Bebe. 5. 6 ss 20s c 163} File, assorted, 13c: Large, 16c per doz 
Liquid. Hammer. 
pad OG a scccehseseeunee 40% Adze Eye........ “Per, doz., 36 to 75c 
+ Page’s— Blacksmiths’ . 40c@75« 
ap ot Ree eg er eres oa ot ae th eG Machinists’....... 33 45c@80c 
List “CO”... .....ccccccccccnsdS Gy | HObhe. 0.2.2 0000. . 4( 
GOODS Hay and Manure Fork........... 35% 
PRE WE G5 Ke eG euewseebee 90% Hoe and Rake..................-35% 
a) eee per | doz. $0 75 
GREASE, AXLE. Were 56656505 80 
Wood Boxes. Screw Driver 
LC, reer per gro. $5 50 eae o 37 
Seg fs ik ieee Me sab cbt ons © NRE ep etes a4 48 
to gia a 5 23 | Shovel and Spade.........+.++. ..35% 





HANGERS. 
Barn Door. 
U.S. Rolled Bearing....... 60&10% 
errr 50&10% 
eae 60% 
he eee reer 50% 
Wagner's Adjustable....... 70&107, 
Warehouse Big Twin.......... 25% 
Conductor P. 
Iwan’s Perfection. ........0:0: 50% 
Eave Trough. 
MES GS sGa cases per gro. $2 35 
ee Se eer s. 20 
DE ota Seen ache Oe 334% 
Parlor Door. 
| POR CPOE per set, $3 75 
Ives’ Improved...... <a 2 60 
Lane’s Standard..... <3 3 50 
Lane’s New Model. a 3 10 
Le Roy Noiseless. . oe 4 00 
Co ee ere 40&10% 
HASPS. 
Blinc, WIGGBRe os osciicwcccss 40% 
With Staples—See Staples. 
HATCHETS. 
Rete A Sika Seo soasussnuues 
Cast ClaWs.s 4d per , doz. $1 id "% 
ela a re 
SPOR WIR 056 os aev.e's an s0cld's 5% 50% 
HAY KNIVES. 
See Knives. 


HAY RACK BRACKETS. 


Wenzleman’s No. 1.. -™ doz. #9 00 
9 60 


Wenzleman’s No. 2.. 


HINGES. 
Blind. 
Clark’s Gravity . per doz. sets, $1 05 
ad OE EEO 65% 
Shepherd’s Noiseless, for Wood 
EE ech icaGinewiee per doz. $1 05 
Gate. 


‘6s 9g Beemene 2 3 
Hgs & Ltch, doz. $2" wo 225 425 


Hinges only “ 200 250 

Latches only. 90 90 

BMUCITS. . 2.00% per doz. prs. $6 00 

BSR Escksseses «260 wets, 6 95 

Superior..... ek ae 
Screen Door. 

Cast 190R 0505656 +++ Bross 86 50 

Ee ee eer re ‘ 6 75 
S oe 

eT eee ee Ee 25&57% 


Theat Detachable.. 


a ae 40% 
New Idea.......... per gro. $7 20 
OE ae ae saeeeeers 20% 
Wrought Iron. 
POM AMEE oe oN. «Oey kaw anenas 
Light Strap Hinges...... si "658&:10% 
Heavy Strap Hinges...... censsd Ove 
Mgnt 1: REINBCS,.. soc 5-05 keane 60% 
Heavy T Hinges........... 40&10% 
Extra Heavy T Hinges....... 663% 
Screw Hook and Strap. 
Oto f2 i... 22555 per 100 ths. $4 25 
14 to 20 in... 2... _ .. =. 
22:00 36 1M. .5 03s od ce 3 75 
Screw Hook and Eye. 
BRR G sia obawes ee per 100 ths. $6 75 
DMO ae atuisSaaca® ee 75 
BRN 6 48 59%e'650e% 0 9 75 
HOES. 
RNOMNG ose ticaeewsseseecea® 70% 
Grub. 
DRY a tiedladis Geis be anuw seas 70% 
Oe ae per doz. * ( 10 
— tee ere 70% 
TE CTE CTC TCT 7 ISO, ( 
Planter’ RRNA ercSoesceaesaw 60% 
i ae roe eae 70% 


HOOKS 

And Eyes. 

IRN A snieis ch Ge sesceesness 60% 

RE Re cre epee eran 70% 
0” Ee rrr per gro. 80&10% 
Belt. 

NTR: cbse Ssse eee oo 7085 % 

fo a ey ee ae eee oo 6585 % 
Bench. 


See Stops, Bench. 
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Box. Standard, 

TOG. cs0. 5 7 10 12 BONDE cian ssi aa wiser 2 
Per doz...$1 90 210 225 265 MNS 5.6.5 mrcre Nos $0 60 1 o¢ 

Bush. bad my . i. 
Common Axe Handle, per doz. $7 00 a Aor “$0 85 1 20 2 90 

Chain. 

Inch 1&5 3 te 4 KETTLES. 
Pr 100 $7 0:8 10.975 1150 12 60) Brass eee ee eee eee 15% 

Clothes Lines. WEIS 6 ioe i588 xno 40&5% 
Japanned.......... per doz.22c@24c Copper. ........--..2-006- per Ib. 27¢ 
Galvanized........ 40c BMPR Kars is Aero Ae ea Sieehan Kise 65% 

oo 50Y 

Coatand Hat. BAT ev ee eee eect eee ee ee eee e es 0 
Ee per gro. tte = KNIVES. 

a rare Beet Topping. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. $3 85 
DEMME hy sas os 0b ws cease 25% MPN Sc Hace tee caeene 40 
ee ee eee 20% CORDES PIOOI os oisvres Sdaccnces ok 

Corn. paren 
—. riveted, =. $2 25 ad pateyafsiosiepalers per doz. $1 

meee a — ve 2 See z 

Tattle Giant. ...6..0..2.6 3 25 —— “ 3 00 

Gate. WOGGIOFG. oi5cckce 225 
See Goods, Bright Wire. Drawing. 

Grass. Standard......... (New List).. .50% 
Common. Nos. 2 3 1 ee eee Oe atenais As se % 

arton’s Carpenters’........... 
oe ee, | ee Bea andle.:....-.-.>>- 283% 
| ES RS Seren tee y 50| Hay. 

Hammock. —"*, oe -doz. $10 50 
Wath DIACE. onc seus per doz. 50 Canton, Sickle Edge os 8 25 
With screw.......... sy 45}, Heath’s............... om 8 00 

; Iwan’s, Sickle Edge.... 9 50 

Lambrequin, or Drapery, per gro. ..21c Iwan’s, Impv'd Serrated “ 10 00 

a res Zol@ 5081 0% Lightn’g, Holt’s Genuine “ 6 50 

Potato and Manure............. 663% Lightning Pattern...... “ 6 00 

Screw. Wadsworth’s Sp’r Point. “* 9 00 
ee ere rer ee 85% | Hedge. 

(See Goods, Bright Wire.) QU US per, doz. #6 00 

BOE SPINES os Sissons aeser per lb.5}c Disston’s............ 3°75 

Mincing. 
Common, Single..... 9 60 
HOOPS, TUB. Common, Double... . 78 90 
PIMOS .035::05453 per case of 3 doz. $2 25 Streeter, 4-blade..... ng 1 30 
Streeter, 6-blade..... me 2 00 

HOSE, GARDEN. Putty. 

Soupled Common.. per | doz. $0 60@1 00 
per ft. Lander’ 8:...5.5.0 1 40@1 75 

Velvet, 3 ply-3” guar. press .... 73¢ | Scraping. 

en se w 4 11° 2 C1 Beech Handle........ _ 75@1 00 

a ig <8 "eR 5 256 00 

Illinois, . - ee ; 

KNOBS 
Doors. 

COTTON COV. RUSBER HOSE. 1 eee per doz. $ 80 
High Grade-?’’-guar. press.400 Ibs.11}¢ | Porcelain............ a 90 
Special “ *“ * 300% 9c PORwasdaccenKe zs . e 90 

ig “ “ “ 100 * 7 

— = ic LADDERS. 

Boss. HUSKERS. Common Long. 

ar BB E 200 BOI Cos 5a wale a aio aaielsi<ie-nin'e e POD AAC 
Per doz..$2 00 200 1 75 80 | Extension 
oe “PP P K Ly | At A eee ae Re CT 
Per gro. .$5 “40 6 00 600 10 50 Step 
a cles ee bik ea 2000 3000 Oo ° + nin 
Renee tk 50 9 00 245 y PEE Reve niin sia Roip/a, ous 
a i "60 mZ 64 68 Common, with Shelf, add 10c. 

Per doz..$2 15 2 15 85 1 45 Keystone Der denis Bae Mss alee eee 15c 
Brinkerhof''s. PRIMI Ny DOR 1s ss 6 ea as cee ocr 20c 

POP ond eksbseatoentwaes $14 40 LANTERNS. 

IRON, PIG. Bull’s Eye Police. 
See Metals.—First column. Phin, oe rao Puss. vee 7 50 
IRONS. 3 -in. Regular....... H 00 
Curling. Buhl. 

Rosary eibls aia lola sree per doz. $0 40 PEND Ss TTS aes Oae PS eae $ 5 80 

Dace ctu cainw xs ee bee ee 50 lo ee eee 11 50 

| EE ne oe 58 SOCIO 5 Soko cob we oe aelale> 9 00 
i = 0 

al Oe LEADERS, CATTLE 
| a ae eee * FONG 6 ceive a aees 2 3 
Plone. PEt GOB sos 6560: $055 070 275 

Wood Bench........... . -20&5% LEATHER, LACE 
Sad. OT PEEL STDP, TM 60&5% 

CHAIOOM: .. 5 osicis'sis.0.s per doz. $11 00 | Sides. ; 

Common, polished, per 100 tbs. 3 75 Bx, Ouality....... per sq. ft. $0 35 
No. 70 Asbestos Se ® $1 20 net. 

” irre 1 35 net. LEATHERS, PUMP. 
ommon, nickel plated...... 5 25 9 

Chinese Polishing. i +o Valve and Plunger.............. 10% 

Laundry, No. 1...... x 5 79 LIFTERS. 

Laundry, No. 2...... - 6 25 | Stove Cover. 

Mrs. Pott’s, Coppered....... per gro.1 7 75@3 65 
No. 50 J, Enterprise, per set, 93 ear 5 50 
No. 55 J, 90 Alaska, Coppered “ 4 00 
No. : - > 1 00 Alaska, Nickeled = 5 00 
No. = = 96 | Transom. 

Tailors’ ‘Sad aoe wisi ee per Ib 54 P 7 CR eee Y, 

Tailors’ Geese....... os 54 aA D ED Reh abN Be wanking 
Ideal. Cn tk, LINES. 

a 
$i Bowen 206 hats 5 
* nm JOS. 

14 1b. Tailors’ Goose.......... 5 50 my 50 2 * > - 250 3 00 
Tuyere. Twisted in 50- - —_ 

Single Duck Nest... .per doz. $5 v4 ae Co. Se peree 3 4 

Double Duck Nest. 6 25 Per Gos... 25¢ 30¢ 35ce 3=- Ic 

A eneare ‘each 2 60 — in 20- ~ —_— 

Dt eee, FS er 2 a 
. JACKS " Per doz..... 2c 25¢ 3le 35¢ 
Locomotive errr re ee ee ee ee 70% Mansons’ . in 100- ft. hanks. . doz. 80c 
Wagon. ® Clothes. 

a ree Sie cae MOON OMe Rss wae sinew: per doz. $0 95 

Vilver, No, ee 6 1 40 
ORs taeees ease SOTE, COUR. so s:0.5.5:0 eS 1 15 
> epabagaagner 60 30% 8( | 50-ft. Braided Cotton, “* 25 





Leather Riedine. 


MATS. 
Door. 


Wood Choppers’. 





Purntture.ccccccccore 


LINING, STOVE. 
eee ...per crate, 42c 
MACHINES. 

Boring. Without With 

ugers Auger 
Angular.. -per doz. $3 00 4 40 
Upright.. 2 60 4 00 


Chicago, Pomeroy....per doz. $9 00 
PERCOISIOR So 5. 5: o:5:00-08% - 2 00 
SEAMING fs 5 5 5 2c 0.<:0 6a rr 2 00 
Little Giant. ........ I 3 00 
Pony, Pomeroy...... re 7 20 
Washing. 
Maytag | | $60 00 
Multi-Motor...... 65 00 
ie BPO. a eciins's, caine 25 00 
RUAN sci nccis nein sin 12 00 
MAIL BOXES. 
See Boxes. 
. MALLETS. 
Carpenters’. 
Fibre Head, Small. -per | doz. $5 00 
3 Medium: 5.75 
: ‘“* Large. 4 7 00 
Round Fuckory....... a 220 
Lignumvite.. — 4 00 
Square Hickory...... o 2 50 
Lignumvite.. = 475 
Tinners’. a 
Applewood.......... ss 1 70 
ENG ONG  S 5.5: «05.050. ** $1@1 50 
Hickory, Sheet Iron. . i 1 50 


National Rigid. ........! 50&10&5% 
Acme Steel Flexible.......... 50% 
Stove. 

No. hes ae eee per gro. $3 25 
ON cia acre anole ain oaths < wT 3 50 
No. 1 Asbestos Toasters, or 

wire - covered Stove Mats, 

with handle....... per doz. 1 10 
No. 2 Asbestos Toasters, with 

PIS a cae alencuss per doz. 60 

MATTOCKS. 

SMe oo ca arated eae wR SE 70% 
Rr cinta Ga Sst andes soeue 60% 
MAULS. 

Iron, lbs.... 10 13 16 18 

Per doz...$4 00 450 5 25 5 60 
Wood Face, Ibs.... 19 12 14 
og: $0 550 600 





Lake Super’r & Oregon Pat, 75&5% 
MEASURES. 
4 pk. 1 pk. 4 bu. 
Galvanized, doz.. $2 25 3 00 3 85 
Japanned, 12S 245 3 35 
MILLS, COFFEE. 
NMI ods io a maak aw ond ecocasao atl N 
BREMOE ean d is oo seinne siccar , S08 5% 
WECM ce. 554.056. 6.8 eSk 0 84 He 40- 124&24% 
MITRE BOXES. 
See Boxes. 
MOPS 
BON gs acy a eww au ees per doz. $3 15 
Handled Colton. 
Pounds. i 1 1} 2 
Per dozen. $2 00 235 265 3 25 
MOWERS, LAWN. 
Gladiator—B. B. 
ROO NOR So son's 5% 16 18 20 
pS eee $6 50 725 8 00 
King Universal—B. B. 
ee $5 - 575 6 00 
eT 16 18 
PAE GAONE soos cee 3 ‘0 390 4 25 
RAGle GIG. 6.6.5 0s 230 263 2.75 
NAILS 
ME OE Sooo aice ese nciséins base, $2 35 
COP SG eb aceckabhee na rckeee 2 45 
Wire. 
Ne COM nei nda bac caelds $2 45 
Cepee LOU iis ccacecsinens 2 34 
Cement Coated 
SOME: on é as ne maen ssc coin $2 25 
CAPO BOGS 6 6a sitscccess 2 14 
Horse Skoe. 
RUMMINES tndwtgnicstadsoaced 55&5% 
CMI edoa.acanecrneconeus 15% 
Wadlieh.......2+.ccc.c.... 
Putnam / 
Stai ERAS 
Clover eS" ae per lb., net, 10$c 
Picture. 
PIN SMD IPR aii i5 6. d0. Ro: 60 6d6 3-60 25% 
er onensecene pametaee 85% 


NAIL PULLERS. 
See Pullers. 


NAIL SETS. 


See Sets. 





NETTING POULTRY. 


Galvanized before weaving.... 
Galvanized after weaving 


CIENT ROR foi 0 oe Doaeartta ds 


End Cutting. 


Stubb’s Pattern, Inches. 
POP GORE is 6-5 oe. o's, cw a 


End and Diagonal Cutting. 


NIPPERS. 


80&20% 
80&15% 


65&5% 


5 6 
$4 65 6 75 


Swedish Side. Inches... 5 6 
POP UGGS. esd nce $4 50 5 75 
Hoof. 
TEE 40&10% 
Watt eiida do wise eurnion aes cet 55&5% 
NOZZLES 
Hose. 
Genuine Gem........ per doz. 3 90 
ORI 5.8 od, 8 aeavarer aie 3 60 
PEGS Ss occ ca ceeses = 3 00 
NUTS, HOT PRESSED. 
Square Blank. 
Ins. } is Ye 4 é 2 
Ib.. 94¢ 8c 6jc Sic Sic Se 4%c 
7 eee 
Ins. } ee ee Pe 
ib. ‘124 10! c 8c 7ic 6ic 64c 6c 


For 5-lb. boxes, add 4c per tb. to 


above prices. 


Chase Pattern. 


OILERS. 


Brass and Copper............. 70% 

Zinc... Ptrereeceeeeescsceeees 70% 
E ngineers’. 

MeN erie tres nce rare ee 35% 


Cs ee 


Machine. 


Common, «:<:6...3: 


Nos.. 


1 
Per doz. $4 7 
Neverburn 4 00 


Savory, No. 200 





30% 


eeeeeeeese 


per doz. $2 O00@$2 25 


sai doz. $0 58 


2 3 
576 650 7 50 
450 6 SO 


per doz. $8 40 


Copper Plated Steel. 00 
Malleable Iron................ 60% 
ROBT 9 60. 6:4:550 5s wisn siend 65&75e 
OPENERS. 
Box 
MOGNON es cs ieewecesess 12 14 
Ci ee per | doz. $5 50 600 
"Rounds «..< << 350 380 
Can. 
Delmonico...... per doz. $1 30 
Never Slip sen eee oe 65 
Crate. 

Vee nota x S #8 
OUTFITS, COBBLING. 
Combination. ..... per doz. 11 00 
ECONOMY... ccs " 4 65 
(as i 9 75 
PADLOCKS. 

NOOO 6.0 sda vy Sere eke Sele 408&108&5 
LO Rate cee ec ree 60&5% 
Cream. : 

14-qt., without gauge, per doz. $3 20 

26-ct.,. “ 6 oe 3 80 

20-qt., with gauge.... “* 4 50 
Sap. 

10-qt., Galvz anized, per 100. ee 00 

12-qt., 23 50 

14-qt., = on <a ae 

10-qt., IC, Tin... - . 11 00 

12-qt., - 15 00 

14-qt., “ cp 17 00 
Stock. 

Galv’d, qts. 14 18 20 

Per doz...$3 90 410 500 5 50 
Water. 

Galvanized... 12 14 

POP G08 e655 00:5 5@ 165 ft 85 
Wood. 

Cable, 2-Hoop per dos. $1 90 

Cable, 3-Hoop ya 10 

Cedar, 3-Hoop nis 3 35 

Standard, 2-Hoop.... “ 2 00 

Standard, 3-Hoop.... “ 2 25 
MMMM gh sb Ske Coes cwlkeen eae 65% 
Fry. 

AMM aia Sins aan Gira siesta 758109 

ROE iiescdenceiiaedadewawe 60% 
Roasting. 

Paxton, 


4 
6 00 


Building. 
PU on a aucune per 100 Ibs. $1 50 
iy 1 60 
Tarred Felt. ” } 90 
No. 20, Red Rosin. on roll, 35 
No. 30, Red Rosin. 55 
Sand and Emery. 
Ss Se waaltaas low Hst, 50% 
eRe cana aha. cael 50% 
Wrapping 
en Er ee perlb. $3 75 
RNG cia aclaeie sain 4 2 
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PARERS. 
Apple. 
8 per doz. 13 00 
MEIN: 5 oS les we ie ie 7 00 
White Mountain..... i 5 00 
DMN. 5 sphexsnsse wi 7 00 
Potato. 


Goodsell’s Saratoga, 10} in., dz.6 50 
Goodsell’s Saratoga, 5 in., dz.5 50 


PICKS. 
Adze Eye Ore..... Srey ers 75% 
Drifting and Poll Picks.......... 70% 
Piamibs, Railroad... .....cccces 75% 
EN de en eerie tists cisisk Aer oor 70% 
PINCERS. 
Carpenters’, ang 
Inches... . 10 12 
Per doz.. “s1° "80 2 “0 295 3 35 
DOIN 552555 ss voseeae ese 45% 
Arr errs 40% 
PINS. 
Clothes. 
Common. . “per, box of , gro. $0 42 
ee 25 
of Sr yi i ae: 20 
Picket. 
Fluted, 15-in........ per doz. $1 01 
Fluted, 2l-in........ a 1 60 
Beas s co eesasue 29 1 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 
SE CSiswsveees saskswoe cane 
OS er eee 7s610% 
L. C. L. to Dealers:— 
Terms 60 days; 2% Cash 10 days. 
Factory shipments generally delivered 


Lead. 


On ee ee: per tb. 74c 

LANE ci cusoseeesccus “ 7ic 
Stove. 

Acme—Inches.... 5 6 7 


Smooth, per jt.. 8c 84c 10ic 
Planished, “ ..30c 31 c 38c 


Peeriless—Smooth. 7c 8c 9c 





Polished....... 144c I154c 18 c 
Planished...... 28 c 31 c 354c 
Made-up—Inches. 5 6 7 
Smooth........ 7ic 80 YQic 
7 to 6 in. poy Tapers, pr. jt..1le 
6 in. Smooth T’s........ 27c 
7 to 6 in. Planished Tapers..... 45c 
Yale Patent Lock Pipe—Stove. 
5” 6” 7” 7-6" 
Cents 
Battle Axe, Blue. . 7% 9% 105 
Can't Slip, ‘hy 84 10 11 
Peerless, o. 74 8 10 11 
Duplex, wee, | Vim | te | Wee | 
Yale, Rus. Fin....15 16 17 18 
Duplex, Planished 4 a a 
Galvano, Gal... 16 17 18 


If wanted ae up, add per joint 


= ooved, Ic; riveted, 1#c. Crating 
e-up pipe extra. 
Wrought Iron Gas Pipe. 
Olin” See discount, 60% 
Olin” ee **60,1 085% 
-in. to 6-in., black.. 
sa to 12-in., black. . 634 
etn: galvanized. . 
Olin. galvanized. 
= to 6-in., galvan'd. “ - 
() 


7-in. to 12-in., galvan’d. 


PLANES. 
Stanley Iron Bench........ sian seen 
PLATES, TIN. 
See Metals in Column 1. 
PLIERS. 
Giant, Button's—80% off list. 
Cutting. 
DME. ccaascauesswscesone 30%, 
‘ore aaneGiaie phages IIT T50% 
Upper End and Diagonal Cutting 
Swedish Side........ yey 
Fencing. 
i < | ee per doz. $8 25 
Farmers’ Choice..... ee 00 
Russell’s. Gwe 8 25 


Gas.—Inches 7 8 10 12 
Per dos...$3 00 350 450 550 





Tinners’ 
eg, PROD LE EEE 
DEUS CniSecssceasuesuhs each, Sic 
PLUMBS AND LEVELS. 
SOND 5055S oes5s eo sates ee Nets 
ESE Bic ss Gcaestuebenwveeusouwe 40% 
TOUS MOR: so ok sabe seessueet 25% 
Davis’ Inclinometer............. 15% 
POINTS. 
Drive Well Points............ 75&5% 


POKERS, STOVE. 


Wr't Steel, str’t or bent, per doz. $0 =: 
Wr't Steel, wood handl’s 
Nickel Plated, coilhandl’s “ és 


POKES, ANIMAL. 
Cracker Jack, wr’t steel, per doz. $4 50 


POLISH. 
Metal. 
Black Silk, No. 50, 4-gallon, 
per doz. $7 00 


Black Silk, No. 60, 6-0z. cans, 


per doz. 1 00 
Black Silk, No. 70, 1-pt. cans, 
per doz. 2 25 
Black Silk, No. 80, I-quart 
tdoz. 3 75 
Black Silk, No. 90, saalion 
per doz. 12 00 
St C.D d 
fs | Se eee per doz. ne 
| Se CT, a ebpiveeite 
i eee “  55c@$1 7 
Imperial........ per gro......- 


Stove. 
Black Eagle, 1-lb. cans, pr. gr..$15 00 
Black Silk— 


Ue SSS ee eee $0 70 
Paste, 5-0z. cans. ..per doz. 75 
Paste, 4-tb. cans. 1 00 
Liquid, 4-pt. cans. a 1 00 
Liquid, 6-0z. cans.. 75 
}- _-3 od ening Iron 
rene baw we 1 25 
Black porns 2-Ib. cans. “* 9 25 
Dixon's Carb. of Iron. “ 5 75 
Nickel Plate......... 4 50 


POPPERS, CORN. 
Round or Square, I-qt..per doz. $1 00 
Bauare, 2456... 2.25005 60 
SS ee te ores 
POTS, FIRE. 


Clayton & Lambert's, each $400@6 00 
ELS | Re ee ts each, 6 25 
ee eer each, $6 75@8 50 


POWDER. 
See Ammunition. 


PRESSES, FRUIT AND JELLY. 


Enterprise Manufacturing Co.....25% 
PRIMERS. 
See Ammunition. 
PRUNERS. 
Disston’s Pole......... per doz. $6 50 
Henry's Improved... .. ** 75&10% 
Water’s Improved...... “id 80% 
PULLERS. 
Cork. 
 EPERE OTOL each, $3 10 
oS eee oy 1 40 
Quick and Easy...... ee 2 70 
Nail. 
Ll. See ee per doz. 10 80 
Giant Pattern....... - 9 00 
NBIDDs 6s vcccesaews< $i 9 00 
Tack.—Giant.......... “9 40 
PULLEYS. 
Awning—Jap’d............0202- 60% 
LANES BADE) oo kinGucsesnae soe 50&10% 
Hay Fork. 
Iron Wheel, 5-in..... per doz. $1 75 
Wood Wheel, 6-in.... “ 1 80 
Wood Wheel, 6-in., pass knot, 
Sets ave sind eole per doz. 2 55 
Hot meen 7 ug Dire ciawivere 50&10% 
oe eee | a a ae irs 60% 
Ce | ers 50&10% 
Sash. 
ee per doz. $0 18 
Common-Sense, 2-in.. =“ 20 
Empire Pattern, 2-in.. ‘“* 20} 
LO WSS ee # 20 
ee eras ss 25 
MPS. 
Pitcher Spout. 
Siete pads 2 > 4 
a. $100 115 130 170 
Spray. 
oe Oe per doz. 14 50 
Crone; 4in......2.. 2 3 40 
Cyclone, copper...... sg 6 75 
ES ere ag 9 00 
Little Giant. . ...each 2 25 





a PUNCHES. 
Conductors’. 
EY a per doz. $2 50 
0 Oe ee per Ib. 19 
Saddlers 
ION eos cincod per | doz. ~—— 
OS Se eee 72c@84c 
PUTTY. 
In Bladders. 
Strictly pure.....per 100 ths. $3 00 
RAIL. 
Barn Door. 
Oe eee ace 3c 
Matchless, ld-in. ....cccccscce 34c 
ACNE S Ss os v's obi ste oe ie 4c 
Sliding Door. 
US Ae eer per ft. 44c 
Bronzed wrought iron... .per ft. 8}c 
RAKES 
Coal or Wood.......... per doz. $5 20 
Garden. 
ee eer re ere. 664% 
ARS eee 70% 
Malleable Iron, heavy......... 60% 
Hay. 
Wis wrcenesvakoee $2 20@$2 40 
Lawn—Wood. 
BUS se ceGcsaaaee per, doz. “ 25 
ee 5 25 
Lawn Queen......... - 295 
Jumbo, 36 teeth..... = 6 00 
RASPS—See Files. 
RAZORS. 
i ata t Airalse tia dia ain we ee 30% 
eee ere err 60% 
are on re eek 35% 
RAZOR STROPS. 
EE ARIE <5 'o bin. ee eel aes 50% 
REGISTERS. 


(All Sizes). 


(opeoent Bronzed & Plated. —- 
hite Porcelain Enameled....... 60% 
Solid Brass and Bronze Metal. 40&10% 
Single Valve (Baseboard and Side- 
Pe ndcckaubucve scenes 70&10% 


REGISTER FACES. 
Japanned, Bronzed and Plated, 


O56 G0 GORIG, 6 occ ccccee 70&10% 
$6534 to 38542. 2. ccccccces 758&10% 
Heavy Round Oestings i oaSeuwies ph 


White Porcelain Enameled....... 


Solid Brass or Bronze Metal. “s0810% 
RINGS. 
Bull. 
SE Te 2}-in. 3-in. 
Sy ere $1 60 $2 00 


Rea’s Improved Self- 
Piercing copper, doz. 2 = 


Steel, per doz......... 1 00 
Nickel a 1 33 Ses 
and Ringers—Hog. 
Blair’s Rings. ....... per doz. $0 58 
Blair’s Ringers....... a 75 
Brown's Rings....... ry 50 
Brown's Ringers..... % 80 
Champion Ringers... “% 1 60 
Hill’s Ringers........ Ke 70 
Hill’s Ring, boxes. . 2g 55 
Major Rings......... og 60 
Perfect Ringers...... £5 1 20 
Wolverine Rings..... fe 1 40 
Wolverine Ringers. . . = 80 
Fruit Jar. 
Wo does cele per ts sss 30c 
Key. 
Split, round......... per doz. $0 17 
Split, square......... 44 32 
Ball, round.......... Pe 40 
RIVETS. 
and Burrs. 
SA BPEIG: ..5.6 4.446 eas 40&10% 
Coppered Iron.......... ne 
REN oss aes asso ay ee 0% 
RENO 5 55 6 Gk bee was bios per tb. pa 10 
Slotted ee per doz.40c@45c 
Tubular. 
Nos. 1 and 2 assorted sizes, doz. 45c 
RIVET SETS. 
See Sets. 
ROPE. 
Cotton. 
3, 5-16 in. Com. on reels. per tb. + 
3, 5-16 in, Com. in coils..  “* 
4, 5-16 in. Imp’lincoils.. ‘* nt : 
Sisal. 
eee POS OCT lic 


Hardware Grade, rates, per fb.. 
Pure Manila. 


OT per tb. 14}c 4 
Hardware Grade, rates... 12$c 
RULES. 
NM os cms we SG cneuenareat Nets 
St I ee ener ne ere Nets 
SASH WEIGHTS. 
See Weights. 





SAWS. 

Buck. 

Ly eee aSisioed 25% 

ee Sadiepirowe at 25% 
Butchers’. 

OER cies Sess oewereensbee 30% 
Circular. 

eT ee 50% 

RRNUD Sno: 5 5's'bsp:pleleoe' .-- -50&10% 

PRMRIE Gs sae a vis sinneieeeetes 50% 
Compass. 

Common..... per doz. $1 35@$1 60 

RPM Bs 55 e's ois bse si0o.s0aaeee A 
Cross-Cut. 

RUE O 55 gs cs dwuige dees esoy 45% 

PA OMMEED cigs shes oesatavascoe 30% 
Dehorning. 

Disston’s..... beseuse per doz. 5 75 

Hack. 

SOUND. Sob eics Sasa case see 25% 

SEMEN, 5 s'siu''s cic) ia Glare wow lewrare 50% 

ee ne 25% 
Hand and Rip. 

Oe ES OS BCP ee 30% 


Disston's Nos. 8, D8, 12, 76, donk 


D100, and 120 (new list)... ..25% 
eS Sr ee ree 0% 
Enterprise, hand..... per doz. $5 00 
Our Saw, hand....... 4 00 
OUT DAW, TID 2626s 0ss ig 4 50 
Keyhole 

fe neeee sabeies 25% 
Narrow Band. 

Simonds’...... LY eee EN 30% 
Panel. 

ES 20 Vin bck osksendiees 30% 
Pruning. 

NED Sie eckSeseaerssoses 25% 
Rift. 

NEG cts iswiewesiweds eves 45% 
Wood. 

COUN 6606s see sad per doz. $4 50 

Clover FM acs i eeas ss 6 06 


SAW BUCKS—See Bucks. 


SAW SETS—See Sets. 
SAW TOOLS—See Tools. 


SAW FRAMES. 
Common, plain...... per doz. $1 25 
Common, painted.... “ 1 70 
SCALES. 
Counter. 
Co Se eer eee oe. -40&10% 
Platform. 
PO Su Geecexiwssdadensese 50% 
SCISSORS. 
| eee ree Ser ere 
SCOOPS. 
Grain. 
4-bu. “Hercules”..... per doz. 13 70 
l-bu. “Hercules”..... “ 15 00 
SCRAPERS. 
Xe 
Triangular........ ..per doz. $4 00 
Cabinet. 
Cast Steel........ per doz. 60c@75c 
ad. 
Cntio Tb 6 én 7 


5 3 
Without run’s, ea.$4 00 375 35 
With runners,ea. 4 25 400 37 


nod 


SCREEN DOOR HINGES. 


a gross, $6 50 
ee 5 6 75 
SCREWS. 
Bench. 
Iron, inches.... 1 1} 1} 
$3 673 4 20 5 25 
Wood, white maple...per doz. 3 674 
Hand—Wood............ 65% new list 
ee er ee 70&5 7, 
ME hoo sus Gib b etisioiain o aia iota oe roe 
Lag or Coach — ail sizes, gimlet 
pointed........ Soa ciewieke 75&10% 
x eine a 
a ssitalte 2 =» 
oy doz. . “1B 20c 26c 30¢ ase 2c 
Woo 
CA Uo See 85&5&25% 
eS eer »1824858-25% 
F. H. Jap’d .824&5&25% 
F. H — eee ccce eves 2 70&5&25% 
R. H. Brass...... sae 74&5825 7% 
R. H. Nickei Plated: : »167§&5&25% 
SCYTHES 
Be Ve Be, grass........per doz. $8 00 
Chipper, GO... «60042 Fi 8 25 
Clover Leaf Dutchman. “ 7 50 
Honest Dutchman..... “ 7 50 


SWEDE cscksbscesee = 7 50 
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SETS. 
Nail. 


Round, common..... per doz. $0 33 
Square, common..... ee 42 


Octagon, common.. os 33 
No. 5, square........ Ff 
Cup oul, knurled.. gd 75 
ivet. 
RE sis aiels dive ons per doz. $1 20 
Re oe a re ee 50% 
Saw. 
Aiken’s Pattern...... per doz. $3 50 
Common Lever...... ws 1 20 
Disston’s Monarch... - 6 50 
Disston’s X-Cut..... es 12 00 
eae 1 50 
So aa eee ee 80 
Nash’s Hand........ = 3 1§ 
News 2-Cut........ “ 4 20 
Stillman’s Lever..... = 1 30 
Stillman’s X-Cut..... “ 2 50 
SHARPENETLS, SKATE. 
ere per doz. $1 60 
SHAVES, SPOKE. 
BO so esiew aad per doz. $1 t+ dh 85 
i, Sees a 2 75@4 75 
Seer ee eee Nets 
cr a senna 15% 
SHEARS. 
Pruning. 
Buckeye, No. 1...... per doz. $5 75 
Buckeye, No. 2...... as 7 40 
California Pat., 9-in. . 3 3 20 
California Pat.,10-in. ‘“ 4 00 
Draw Cut, No. 3.. “4 13 75 
Draw Cut, No. 4.. - 16 50 
Henry's Pat 0 ‘01 14 012 
a .$1 40 210 290 2 80 
Pisicea.gacepiew a '6:0. 8 per doz. $4 00 
Ped BBA. 
eee 6 64 7 
Reg. Grip...... $11 25 11 50 12 00 
Nar. Grip., doz. 1100 1125 12 25 
RRR reese ere 60% 


Tinners’—See Snips. 
SHEAVES, SLIDING DOOR. 


Serer 3 4 5 
ere $0 60 075 1 10 
Hatfeld’s. 
ee $0 90 1 30 2 20 


SHELLS—See Ammunition. 
SHELLERS, CORN. 


IOMURS Gsaduawbanies per doz. $6 75 
SHIELDS. 
Expansion Bolt Shields....... -- 60% 
SHOES. 
CONE occsins caciseieaese 60&10% 


SHOT—See Ammunition. 
SHOVELS AND SPADES. 


Ames’, new list..... muons, 12 1% 
—— hollow bek, blk. $15 35 
National. . * See 
Buckeye... “* ~ OS pe ee 


Mohawk... “ SS Pt ae 


Drain. 


eg Pe 50% 
Railroad, etc. 
Black Diamond...... per doz.$12 00 
oo ee ce 5:75 
ee ms 8 75 
1A ere eerie He 5 40 
Vaterland........... sa : ro 
Hollow Back........ 5 
es’, new list..... Discount, 12442 
_ $1 65@$ 
heesas wo aaeaie 1 65@$9 00 
Alaska Steel. - 
08 Se per doz. $3 50 
Long Handle........ = 3 00 
SINKS 
Cast Iron. 
eee 50&10% 
Enameled, White.......... 50&10% 
Wrought Steel. 

Painted, new list........ 40&10&5% 
SLEDGES—See Hammers. 
SNAPS, HARNESS. 
eee ee 334% 
German Pattern.............. 30&5% 
PUES GPRM 655.536.0056 ee veces s 60% 
SNATHS. 

Double Ring, — OR per doz. $7 25 

Patent Loop, Bush..... ve 7 50 

Patent Loop, sell pe 6 75 
SNIPS, TINNERS’. 

CAOVEE IPE vosic vasisisle cies nea 40&10% 

RENNER saeco cis w hans du dese 40&10% 

MUN sah ein wach eee aes 50% 


SOLDER—See Metals. 
SPRINGS, DOOR. 


3 4 
40c 54c 
heavy, $2 50 


2 
Per i bans 30c 3=—s- 3S 
. light, $1 15; 
. light, 90c; heavy, 


Torrey’ Be ea per doz. 
Warner's No. 


1% 
13" 
1 35 





SQ 
Steel and xron.. 


UARES. 


40% new list 


(Add, for bluing, $2.50 per doz., net.) 
PE aa Geis aoa W erere Diemer art ane 


DM a Socios taints oo orStisais alae anew 


y 
Try and Bevel.. 





0% 


SQUEEZERS, LEMON. 
ae Sas per doz. $0 70 


Common Wood. 


Porcelain Lined, Wood.. 25 

Boss, malleable iron. . i 20 

Iron Frame, porc’n bowl “ 1 90 

Iron Frame, glass bowl.. “ 2 35 

Little Giant, tin’d iron.. oe 4 00 

Drum, japanned....... 3 60 

Drum, nickel plated.. - 4 50 

STAPLES. 

Blind. 

ENO ctkdswccece per th. 93@9ic 
PES TWO. sok c6ece's “ 8 @8ic 
Fence—less than carload. 

POUGNEG. 6.660020 per 100 ths. $2 49 

Galvanized....... 3 19 
Netting. 

Galvanized....... per 100 tbs. 4 00 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
~ Se ereerere 80&108&10% 

TRRAER ONO si oses voiacccees 75&10% 

STEELYARD. 
Discount 25%. 
STONES. 

Axe. 

Pn per th.52@7 c 

PONE GEE sc ceias 2 9kc 

WU MMEIIUNG 6..0.40-055.0 «040 ny 38 ¢c 
0 ERT ee rere 60% @60&5% 
Oil— Mounted. 

Arkansas a ae per. doz. et 00 

Arkansas Soft.. 5 50 

Hindostan.......... per tb. 64@et 
Oil—Unmounted. 

Arkansas Hard......per tb. $2 40 

Arkansas Soft....... es 1 20 

Lily White......... . 40 

ene CRGEE vie6as.vac - 15 
PERE oi iai5-6:4:6-0 0:00 - 38 

SS ra os 40 
Scythe. 

Black Diamond........ per gro. #8 00 
Oe, ree 25 
Gem Corundum...... ” 7 50 
Green Mountain..... ig 4 50 
Se PRON ieaeevece a3 7 00 
Quinnebog.......... er 6 00 
Sarre - 3.75 

STOPS, BENCH. 

OO} Hotchicias’. cose cesses per doz. $3 50 
Le eer ee 2 4 00 
STOPPERS, FLUE. 
INS sce sianese sess per doz. $0 40 
SEC S 45 
Gem, flat, painted...... ig 85 
Gem, cor’d, decorated. oe 70 
sc scnecesscs oe 90 

re “*  - 70@85 
Skinner’s CommonSense “ 80 

STOVE PIPE—See pipe. 
STOVE BOARDS—See Boards. 
STOVE POLISH—See Polish. 
STRAPS. 
ace 6 sk oy 0 wu se per | doz. prs., $1 80 
co. ater rae 60@70 
STRETCHERS. 

Carpet. 
fo Oe per doz. $3 90 
[2 eee oe 
Malleable Iron....... re 70 
POTlOCOM s50.6.0 09.0046 vs 6 30 
PUM ata Sing coieeiews - 4 50 

Wire. 

N. S. Elwood’s....... per doz. $6 00 

O: S. Eiwood’s........ 6 00 

eo ee és a 35 

PN hoe nisd ond oae ne 10 00 

Star LOVEL. 66:06 0:00 4 6 25 

Canton Tackle Block. “ 9 50 

fg re 6 25 

SWIVELS 
Malleable Iron......... perth. $0 10 
Wrought Steel......... per gro. 4 50 
TACKS 

TOTICA CBE. 5k 05 oo 5 o 0850 40&10% 

American Wire.........0000. 40&10% 

ie Poster Cabin. 5 ci ce ces 40&10% 

a Pe errr 40&10% 

Syn Ne”. Sir 40&10% 

Gimp ee ee ee 4 10% 

Uphoisters’ a Serre 40&10% 

Upholsters’ Wire............. 40&10% 

DIGUBIC POUMRCG s: 605.0: cee a:0:6 21516 _. 90% 

RINE oid ra) a1 'n 0.050.980 0 or Sis per fb., 34c 

RAM CRIN 675° 5:04.90 -6:056 0 6.0: 02dias ioe % 

ree 40&10% 

Hungarian Nails ............ 40&10% 


TAPES, MEASURING. 


| oA 30, _ & 40% 
Patent Bend Leather......... &5% 
Lufkin's Steel.......... ++. 3340399 
Lufkin’s Metallic........- 30, 30& 5% 
Lufkin’s Pocket......... .40,40&5% 


TEE BEVELS—See Bevels. 


TOOLS, SAW. 





Disston’s Universal... <0ccccss 40% 
TRAPS. 

Mole. 

ReGgice’@.<.660 cc cee er doz. $6 00 

Mouse and Rat. 

Fiche MOUS se. cies cciceee $2 25 

WIOMIOME FORN 65s Sakic owners 4 00 

Sure Catch Mouse.......... 15 

eee Cate RAG. & oc iice sc cue 60 

Delusion Mouse............. 1 00 
TROWELS. 

Brick. 

OD Sa er 30% 
EES esa onncn neces ee cere 15&5% 
UII Gio sk0 es s2¥ sx neue 30% 
ROE atau isiesng-aivece eg uci vas 20% 
Plasters’. 
Pe NE iv ccc vec antescuaun 40% 
CE sco clcccrsudes euces 25% 
WE OE inc vad nehines onan 25% 
TRUCKS 
MN aa das oar soashes e avacaceiesd th, me 75 
a OTe Pee ee 10% 
Bh AS a tig ot tai my 3 
Noir Ironed. ae 00 385 5 50 
Full Ironed...... 345 450 6 45 
TUBS, WASH. 

Standard, ams Ex. 
io ee 2 1 large 
Per doz.. "$5" 00 600 700 9 50 

Dowell. 

Per dos... 535 635 700 9 50 

Cedar. 

Per doz... 6 10 710 7 90 10 80 

Indurated. 

Per doz... 8 55 9 45 10 80 13 50 

Galvanized. 

NS ro racate arasaaniets 2 
POP GOB. cis esc 470 550 6 25 
TWINE. 

Per th 
3-ply Cotton Wrapping Plata wgaailara 28c 
” lal 5a EIS ee SER EA ROR: 28c 
4 . Extra bag SP iat asc 27¢c 
a = Hvy. by aaa 25c 
4% ss Wrapping on tubes.....27c 
*, Nd . “ cones... ..25¢ 
4 oe ity o “ cr) re 25e¢ 
India Hemp, }-tb. balls........... 21c 

sie - Se aiwclolilaataals 20¢ 
” = BSNS sealer rete ee doz. 75c 

Oe aa OOO omer 0 SS pall l6c 

Cn nf ae 2 | ea rere 15c 

Jute Wrapping, }-tb. balls......... 14c 

Jute Wool, 1-tb balls.............. 94c 

Seins. 

DEI 514 65,7 aid ee 9 12 15 
co) Se per tb. 32e 3lc 30c 
1 un c 3ic 30¢ 
> ae eg 34c 8=—_ 33 
Staging, }- Ib. ball, size 2 are 264c 
Riaceleea 264c 
~ 4 ia 7 ie dB ae 264¢ 
em ira os sie a aan 23c 
rig Ae eB in hanks Patpcamaveeretad 18c 
oh amis alate aie a 18c 
.. somes!» Soe Pr ete eae aie 
3- ‘* Silver Finsh, in hanks... .37c 

Fodder or Lath. 
tr Ba raise asc eek kterkaeues 6ic 
PL Be ere en rire —c 

VISES 
ed ee OT 

Pheenix, Oval Slide, 

Inches.... 24 3 3} 4} 
Hach..... Si 25 130 185 275 

PPRSOE O POLAMOL Ss aicsc ais:ss-aleadioe's 20% 

ARUES BV IPUOE ok cs as nemens awe 20% 

Parker’s Swivel Base............ 20% 

Parker’s Re-inforced............. 20% 

OT EO, ree 20% 

Parker’s Combination............ 20% 

ONE OKs wens niintna ne sccinas 4085 % 

Williamson’s Universal........... 60% 





WARE. 
Stove Hollow Ware. 
Plain or Unground............ 50% 
oo a 
Enameled Ware.............. 331% 
Scetclt BOW. 65s. cs kas 60&5% 


Country Hollow Ware, per 100 ths. $3 00 


White Enameled Ware. 
THERMOMETERS. —— orag Fe Ie .60&10% 
. everbreak Flat an ound 
gi MOS” See per doz. ery i 25 
Wood Back og) 00@ 12 00 Bottom Kettles........... 60&5% 
BERT cats caas - ak 00| Covered Ware. 
Pind and Tarn’. §6oicees:c 35&10% 
TIES. WEMANNOICU i oosc 4s crnlaieawece 45&10% 
_ le L 0&5 % Glue Pots 
ge Prre 80&5 os “ 
All other Winders o...< ois sscc00s 70%, Tinned... 1... .eeeeeeeeeeeees 25% 
Cow—See “Chains.” Enameled ee ee 30% 
Enameled. 


Cherry Blossom and Chrysolite.50% 
WASH BOARDS—See Boards. 
WASHERS. 


Standard O. G. cast iron. 
Wrought i _ in bulk, per “tb. 


In. 4 
9c 6$c 5c Sc 44c 4}c 
——_ steel in 5-fb. boxes, per tb.: 


n. 
4c Ge Ste Se Se 


10c 
WEDGES. 
3 RPE Te Te CT per doz. a 30 
10} 


-per tb. 2}c 
Ate 


4ic 


ed actn creienweunas 84 
WEANERS. 
. $2 00 to $2 50 


Calf. 
Fuller’s, per doz.. 
Tyler's Safety, per doz. 1 85 to 2 40 
Carroll’s, per doz..... 3 00 to 3 75 
Hoosier, per doz..... 3 50to 4 60 
Shaw Perfected...... 3 0Oto 3 75 


WEIGHTS. 


De eee per fb. 24ic 
Sash—f.o.b. Chicago... .per ton, 23 00 
WHEEL BARROWS. 


Common Railroad...... per doz. 17 00 

Heavy Railroad........ ay 24 00 

Panama Steel Tray..... “ 39 00 

Klondike Steel Tray.... “* 28 00 
WHEELS. 

COMME ia ssleicke eecnes 70&10&5% 

MR rsx ai'uin caaiavaaie ae dae 758&5% 

Well. Ins.. 8 10 1 
Per doz. ‘$3 00 420 5 40 15 00 

WIRE. 

Barbed. Painted. Galv'd 
Carloads, per 100 tbs. = 49 $319 
Lessthancar ‘“ 2 60 3 30 

Brass. 

Le EC COCLT REPEC OP CE 20% 
In 1-Ib. spools, new list........ 50% 
Broom—Tinned. ......60&10&10&10% 


Cable—Same price as Barbed Wire. 
Copp 
A cols EEE EOD OEE OEE 
1-Ib. spools, new list........ $0108 


Fence—Smooth. 
Nos. 6 to 9, An’ ac " 86 
Nos. 6 to 9, Galv’d, 20 


aoa BMGs sicaveccnant we pie 
Mar 
Brght, Vo Se 75&5 
Bright, broken bdles........... 70 
Coppered, full bdles........... 70% 
Coppered, broken bdles.... .65&10 
Tinned, full bdles........... 7585 % 
Tinned, broken bdles....... 65&10% 
Picture—In coils....... ps aga 
In 5-tb. spools....... ee 
WRENCHES. 
Acme Standard..............50&10% 
BiieetOe NOON ii ics sects tose 90c net 
AGE MOGOW Sis i cecacdcnscnens 50% 
De OEE re 75&5% 
PAE Oe | re re re 25% 
DE AEAI s ocSacin a aeares per tb. 08c 
MAGUAONIE iis sews niewennes * 08c 
SUMMON PING icc icccevevees 75&10% 


Bemis & Call’s: 
Adjustable S, 40&5%; Adjustabie $ 


Pipe, 40&5%; Briggs’ Pattern, 
40%; Combination Bright...50% 
Steel Handle Nut........... '50&5% 
Combination Black..........50&5% 
Merrick Pattern............ 50&5% 
Double End Adj. S......... 408&5% 
WRINGERS. 
No. 500, Royal........ per doz. 34 00 
No. 350, Universal..... 30 00 
No. 300, Novelty ...... oe 30 00 
No. 310, Keystone..... ” 30 00 
No. 106, Rival... ccc i 26 00 
No. 380E, Universal.... “ 35 00 
No. 790, Gvarantee.... “* 39 00 
No. 770, Bicycle....... cr 35 00 
No. 110, Guarantee.... oe 34 00 
No. 110, Domestic..... Ky 30 00 
No. 110, Brighton...... os 26 00 
No. 740, Bicycle....... Pi 35 00 
No. 22, Guarantee.... “* 34 00 
No. 22, Domestic..... Ps 30 00 
No. 22, Pioneer....... “ie 26 00 
No. 2,Superb......- hs 23 50 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Allen Co., L. Bi... cece ec ccecececrers 55 
American Furnace Co......----++++> 6 
American Sheet & Tin Plate Co...... 56 
American Steel & Wire Co.......-+- 67 


American Wringer Co........-+++-+ 53 
Atlantic Stamping Co... 


Berger Bros. CO....-+..-++eeeeee88 67 
Bertech & Co........----ereerretes 59 
Birkenstein & Sons, 8......-+-++++- 55 
Black Silk Stove Polish Wks......- 10 
Boynton Furnace Co........-+++++- 5 
Brauer Supply Co.,A.G.......+--- 1] 
Bridgeport Chain Co.........-.---+ 65 
Buhl Stamping Co.........-.-++++: 65 
Bullard & Gormley Co.........++++- 68 
Champion Stove Co..........-+++++ 4 
Clark, Smith HardwareCo.........- 59 
Clayton & Lambert Mfg. Co....... 59 
Cleveland Casting Pattern Co....... 11 
Continental Co. fT eee. 
Co-Operative pantry et cboce ne es 5 
Cooper Oven Thermometer Co....... 11 
Cope Pattern Works, Geo. W........ il 


Delta File Works..........-+--+++- 66 
Diener Mfg. Co., Geo. W.....--..+-+ 59 
Dixon Crucible Co., Jos.........+.++ 55 
Double Blast Mfg. Co........ ieaee 59 
Dreils & Krump Mfg. Co........-..- 59 
Du Pont de Nemours & Co., E.1..... 63 
Enterprise Mfg. Co. of Pa........... 60 
Evening Wisconsin Printing Co...... 66 
Friedley-Voshardt Co............-.. 57 
Furnace Supply & Mfg. Co......... 9 
Gerock Bros. Mfg. Co...........+.. 58 
Globe Ventilator Co..........+.+... 58 
Harrington & King Perforating Co... 57 
Haynes-Langenberg Mfg Co........ 2 
ENED. 5 saben eo nenev shosee ees 11 
Henry Furnace Co., T.E........... 6 
ey Be Obs GS. ioc 0in viss secsucns 59 
Illinois Retail Hdw. Assn........... 64 
REID: haces ese ee bene se% 67 
Iver Johnson's Arms & Too! Works.. 62 
Oo ED | 

EID s 660040550085 e000e 55 
ieiabty BERS. COO... ccc csecnees 11 
Lalance & Grosjeun Mfg. Co........ 1 
Caaiiciees TRIO OO. 2c ccccccvccccccccce 66 
Malleable Iron Range Co........... 12 
Maytag Co.. The. an -. 63 
Michigan Safety Purmace Pipe he. 10 
Milwaukee Artistic Metal Ce iling C Co. 58 
Moeschl-Edwards Corrugating Co.... 67 
Le 58 
Munsell Co., Eugene............... 11 


National School of Pattern Drafting.. 55 
Neal] Hdw. Co., Inc., B.B........... 5 
New Standard Hardware Wks....... 64 


Niagara Machine & Tool Works..... 59 
Nickel Plate Stove Polish Co........ 11 
North Bros. Mfg. Co............... 66 
CEE Miss acbessosarces ssn koes ss 54 
Quincy Pattern Co..........ccccece 11 
a) 6 re 
ee 66 
Robinson Furnace Co............... 3 
Rock Island Mfg. Co............... 67 
Ross-Gould List & Letter Co........ 55 
Scheible-Moncrief Heater Co......... 4 


IN, Salk cis ocis ub Gein be epieen 7 

Schwab & Sons Co.,R.J............ 7 
Smith, Chas........... Sees seeehaw 7 
Standard Ventilator Co............. 58 
Stanley Rule & Level Co............ 61 
Stevens Arms & Tool Co. J.......... 62 
Sullivan-Geiger Co................. 55 
SRD Kinin ne sees se usieees 55 
Symonds Register Co............... 11 

Taylor & Boggis Fdy. Co........... 64 
2 8 Ea ee ee ae 57 
Tuttle & Bailey Mfg. Co............ 10 
XXth Century Heating & Vent.Co.. 7 
Vedder Pattern Works............ eo By 
Walter-Bloomer Co............2:.6 66 
Walworth Run Foundry Co......... 9 
POE ECU csnaecaneocccesosk et 59 
WVOUEE PRRING' GS... ....ccccccccccne 1 

Wheeling Corrugating Co........... 5 

ae 6 





CLASSIFIED INDEX 


Aluminum, 
Allen Co., L. B., Inc., 
3irkenstein & Sons, §., 


Chicago, Ill. 
Chicago, Ill. 


Automobile Accessories. 
Walter-Bloomer Co., Chicago, Ill. 


Barb Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Bicycles. 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Boiler Graphite. 


Dixon Crucible Co., Joseph 
jam City, N. J. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa. 


Boilers—Steam. 
Boynton Furnace Co., Chicago, Ill. 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
XXth Century Heating & Vent. Co., 
Akron, 


Boilers—Wash. 


Atlantic Stamping Co., 
Rochester, N. Y. 


Bolts—Stove. 
Kirk-Latty Mfg. Co., Cleveland, O. 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Carpenters’ Tools. 
Lufkin Rule Co., Saginaw, Mich. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Robinson Co., M. W., Brooklyn, N. Y. 


Stanley Rule & Level Co., 
New Britain, Conn. 


Catalog Printing. 
Evening Wisconsin Printing Co., 
Milwaukee, Wis. 


Ceilings. 


Friedley-Voshardt Co., Chicago, Ill. 


Milwaukee Artistic Metal Ceiling Co., 
Milwaukee, Wis. 
Mullins Co., W. H. Salem, O. 


Wheeling Corrugating Co., 
Wh eeling, ww. ah 


Chains. 


Bridgeport Chain Co., 
Bridgeport, Conn. 


Chimney Caps. 
Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Choppers—Meat and Food. 
Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Chutes—Coal, 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Conductor Pipe. 
Berger Bros. Co., Philadelphia, Pa. 
Clark, Smith Hdw. Co., Peoria, Il. 
Friedley-Voshardt Co., Chicago, Ill. 


Milwaukee Artistic Metal Ceiling Co., 
6 Mil 


ilwaukee, Wis. 


Wheeling Cones Co., 
eeling, W. Va. 





Cornices. 
Friedley-Voshardt Co., 
Mullins Co., W. H. 


Cornice Brakes. 


Bertsch & Co., Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 


Chicago, Ill. 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Crayons—Lumber. 
Dixon Crucible Co., Joseph 


*Seonty City, MN. J. 


Crimping Machines. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Cut-offs—Rain Water. 
Sullivan-Geiger Co., 


Indianapolis, Ind. 


Dampers. 
Taylor & Boggis Fdy. Co. 


Cley eland, O. 


Dies. 
Enterprise Mfg. Co., 


Draft Controls. 


Kees Mfg. Co., F. D., Beatrice, Neb. 


Dynamite. 
Du Pont de Nemours & Co., 


B) ds 
WwW ilmington, Del. 


Eaves Trough. 
terger Bros. Co., 
Mullins Co., W. H., 
Wheeling Co | Co., 


heeling, W. Va. 


Elevators. 


Kimball Bros. Co., Council Bluffs, Ia. 


Enamel Ware. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Explosives. 
Du Pont de Nemours & Co., E. L., 


Wilmington, Del. 


Fencing—Wire. 
American Steel & Wire Co 


Chicago, Il. 


Files. 
Delta File Works, 


Fire Arms. 
Iver Johnson’s Arms & Cycle Wks., 


Fitchburg, Mass. 


Stevens Arms & Tool Co., 


Chicopee Falls, Mass. 


Furnace Chains. 
Bridgeport Chain Co. 


Furnaces—Hot Air. 
American Furnace Co., 


St. Louis, Mo. 
Chicago, Ill. 
Chicago, Ill. 


Boynton Furnace Co., 
Co-Operative Fdy. Co., 
Haynes-Langenberg ae Co., 

. Louis, Mo. 


Genry Furnace Co., T. 
Ricwne. 0. 


Chicago, Ill. 
Salem, O. 


Akron, O. 


Philadelphia, Pa. 
Salem, O. 


Philadelphia, Pa. 


Bridgeport, Conn. 





Robinson Furnace Co., Chicago, Ill. 


Scheible-Moncrief Heater Co., 
Cleveland, 0. 
Schill Bros. Co., Crestline, O 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Smith, Chas., Chicago, Il. 
XXth Century Heating & Vent. Co., 
Akron, 0. 


’ 
Wise Furnace Co., 


Akron, 0. 
Wrought Iron Range Co., 
St. Louis, Mo. 


Furnace Pipe and a 


Michigan Safety Furnace Pipe Oo 
Detroit, Mich. 


Furnace Repairs. 


Brauer Supply Co., A. G., 
St. Louis, Mo 


Furnace Supply & Mfg. Co., 
Cleveland, O. 


Furnace Rings. 
Walworth Run Foundry Co., 


Cleveland, O 
Furnaces—Soldering. 
Allen Co., L. B., Inc., Chicago, fil. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., Geo. W., 
Chicago, Ill. 


Double Blast Co. 
orth’ Chicago, Ill. 


Ringen Stove _ St. Louis, Mo. 


Grinders—Coffee, 
Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Hard ware—Builders’. 
Taylor & Boggis Fdy. Co., 
Cleveland, O. 


Hardware Jobbers. 
Bullard & Gormley Co., Chicago, Ly 
Clark, Smith Hdw. Co., Peoria, Ill. 


Hardware Specialties. 


Diener Mfg. Co., Geo. W., 
Chicago, I. 


Lufkin Rule Co., Saginaw, Mich. 


New Standard Hdw. Wks., 
Mt. Joy, Pa. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Rock Island Mfg. Co., 
Rock Island, Il. 


Ice Cream Freezers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Insurance, 
Illinois Retail Hdw. Assn., Elgin, Ill. 


Iron Enamel, 


Black Silk Stove Polish Works, 
Sterling, Il. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Kitchen Utensils, 


Atlantic Stamping Co. 
ae. N. Zz. 


Lalance & Grosjean Mfg. 
betatie, Ill. 


Knobs—Door. 


Taylor & Boggis Fdy. Co.,/ 
Cleveland, 0. 


Lanterns. 


Buhl Stamping Co., Detroit, Mich. 


Lubricants—Graphite. 


Crucible ©. Jose 
mines Jersey i. N. J. 











| 


abroosse eaters 
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Machinery, 


Neal Hdw. Co., Inc., B. B., 
New York, N. Y. 


Mailing Lists. 
Ross-Gould List & Letter Co., 
St. Louis, Mo. 


Metal—Perforated. 


Garrington & King Perforating Co., 
Chicago, Ill. 


Metal Polish. 


Black Silk Stove Polish Works, 
Sterling, Il. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Metal Shingles. 


Milwaukee Artistic Metal Ceiling Co., 
Milwaukee, Wis. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Metals—Old and New. 
Allen Co., L. B., Inc., Chicago, III. 
Birkenstein & Sons, S., Chicago, Ill. 


Neal Hdw. Co., Inc., B. B., 
New York, N. Y. 


Mica. 


Brauer Supply Co., A. G. 
— St. Louis, Mo. 


Munsell Co., Eugene, Chicago, Ill. 


Miters. 
friedley-Voshardt Co., 
M. W. Robinson Co., 


Chicago, Ill. 
Brooklyn, N. Y. 


Motorcycles, 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Ornaments—Sheet Metal, 
friedley-Voshardt Co., Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Mullins Co., W. H., Salem, O. 


Pails, 


Atlantic Stamping Co., 
Rochester, N. Y. 


Paint—Silica—Graphite, 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Pistols, 


Stevens Arms & Tool Co., J., 
Chicopee Falls, Mass. 


Planes, 


Stanley Rule & Level Co., 
New Britain, Conn. 


Polish. 
Black Silk Stove Polish Wks., 
Sterling, Il. 
Nigkel Plate Stove — Co., 


hicago, Ill. 


Powder, 


Du Pont de Nemours & Co., E. L., 
Wilmington, Del. 


Press—Lard and Fruit. 
Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 
New Standard Hdw. Pia 
te 


Joy, Pa. 


Printing. 
Evening Wisconsin Printing Co., 
Milwaukee, Wis. 





Punches. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Rasps. 
Delta File Works, Philadelphia, Pa. 


Registers, 
Furnace Supply & Mfg. Co., 
Cleveland, 0. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Symonds Register Co., St. Louis, Mo. 


Tuttle & Bailey Mfg. Co., 
New York, N. Y. 


Register Flanges. 


Tuttle & Bailey Mfg. Co., 
New York, N. Y. 


Revolvers, 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Rifles, 


Stevens Arms & Tool Co., J., 
Chicopee Falls, Mass. 


Roasters. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Rolls—Forming. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofing—Iron and Steel. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Philadelphia, Pa. 
Chicago, Ill. 


Berger Bros. Co., 
Friedley-Voshardt Co., 
Inland Steel Co., Chicago, Ill. 
Sykes Company, The, Chicago, Ill. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rope—Wire, 


American Steel & Wire Co., 
Chicago, Il. 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Schoole—Sheet Metal Pattern 
Drafting. 
National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


‘ 


Screens—Perforated Metal. 


Harrington & King Perforating Co., 
Chicago, Il. 


Screw Drivers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Stanley Rule & Level Co., 
New Britain, Conn. 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Sheets—Aluminum, 
Birkenstein & Sons, S., Chicago, II. 





Sheets—Black and Galvanized. 
American Sheet & Tin Plate Co., 


Pittsburgh, Pa. 
Chicago, Ill. 
Chicago, Ill. 

Indianapolis, Ind. 


Inland Steel Co., 

Sykes Company, The, 
Tanner & Co., 
Wheeling Corrugating Co., 


Wheeling, W. Va. 


Sheets—Planished. 
Sykes Company, The, 


Sheets—Vismera, 
Inland Steel Co., Chicago, 


Shotguns, 
Iver Johnson’s Arms & Cycle Wks., 


Fitchburg, Mass. 


Stevens Arms & Tool Co., J 


Chicopee Falls, Mass. 


Sifters—Ash, 


Diener Mfg. Co., Geo. W., 
Chicago, 


Skylight Gearing. 
Weiss & Co., H., 


Slating Nails. 
Hussey & Co., C. G., Pittsburgh, 


Snips—Tinners, 
Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Soldering Flux. 
Allen Co., L. B., Ine., Chicago, 


Tools—Soldering, Self-Heating. 


Allen Co., L. B., Ine., Chicago, Ill. 


Solders—Aluminum, 
Allen Co., L. B., Inc., Chicago, 


Squares. 
Robinson Co., M. W., 


Statuary. 
Friedley-Voshardt Co., 


Stoves and Ranges. 
Champion Stove Co., 
Malleable Iron Range Co. 


Beaver "Dam, Wis. 
St. Louis, Mo. 


Ringen Stove Co., 
Wrought Iron Range Co. 


St. Louis, Mo. 


Stove Bolts, Rods and Rivets. 
Kirk-Latty Mfg. Co., 


Stove Patterns, 
Cleveland Castings Pattern Co., 


Cleveland, O. 


Cope Pattern Works, Geo. W. 


Detroit, Mich. 
Quincy Pattern Works, Quincy, Ill. 
Vedder Pattern Works, Troy, N. Y. 


Weller Pattern Co., 


Stove Pipe and Fittings. 
Hemp & Co., 


Stove Polish. 


Black Silk Stove Polish Works, 


Sterling, Il 


Brauer Supply Co., A. G., 
— St. Louis, Mo 
Dixon Crucible Co., Jos., 

Jersey City, N. J. 


Nickel Plate Stove Polish Co., 
Chicago, Il. 


Chicago, Ill. 


Nl. 


New York, N. Y. 


Pa. 


Ill. 


Brooklyn, N. Y. 


Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Cleveland, O. 


Cleveland, 0O. 


Quincey, Il. 


St. Louis, Mo. 





Stove Repairs, 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Tapes, 


Lufkin Rule Co., Saginaw, Mich, 


Thermometers—Oven. 


Cooper Oven Thermometer Co., 
Pequabuck, Cong, 


Tinners’ Machines, 
Bertsch & Co., Cambridge City, Ind, 
Dreis & Krump Mfg. Co., 
Chicago, Ill, 
Niagara Machine & Tool bag 
Buffalo, N. Y,. 


Weiss & Co., H., New York, N. Y¥. 


Tin—Perforated. 


Harrington & King Perforating Co., 
Chicago, Il. 


Tinsmiths’ Tools, 
Allen Co., L. B., Inc., Chicago, Il, 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Niagara Machine & Tool Works, 
Buffalo, N. ¥. 


Weiss & Co., H., New York, N. ¥. 


Tinplate. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Milwaukee Artistic Metal Ceiling Co., 
Milwaukee, Wis. 


Tanner & Co., Indianapolis, Ind, 


Wheeling Corrugating Co., 
Wheeling, W. Va. 
Tin Ware. 
Atlantic Stamping Co., 


Rochester, N. Y. 


Torches, 


Allen Co., L. B., Ine., Chicago, MW. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich, 


Diener Mfg. Co., Geo. W., 
Chicago, Ml. 
Double Blast Mfg. Co., 


North Chicago, Ill. 
Traps—Hand. 
Du Pont de Nemours & Co., E. L, 


Wilmington, Del. 


Tubing—Brass and Copper. 


Neal Hdw. Co., Inc., B. B., 
New York, N. Y. 


Ventilators. 
Berger Bros. Co., Philadelphia, Pa. 
Globe Ventilator Co., Troy, N. Y. 
Milwaukee Artistic Metal Ceiling Co., 
Milwaukee, Wis. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Window, 
Continental Co., Detroit, Mich. 


Vises. 


Rock Island Mfg. Co., 
Rock Island, IL 


Washing Machines, 
Maytag Co., The, Newton, Iowa 


Wire. 
American Steel & Wire Co., 


Chicago, Ml. 


Wrenches, 
Robinson Co., M. W., Brooklyn, N. Y. 


Wringers—Clothes. 


American Wringer Co., 
New York. N. Y. 
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Wants and Sales 


For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. ‘To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these annoucements please mention 
that they ““READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 

P ATENT dhol yg Bee og ig oe 
istered. Patent Validity and Infringement Opinions 


Consulting Expert HERBERT E. PECK Patent Attorney 
Established 1895 WASHINGTON, D. C. neueniniiiaed 


~ BUSINESS CHANCES. 























Wanted—Stock of hardware. [ have 
some cash and a modern house in first- 
class condition, well rented. Good loca- 
tion. Do you want to trade? Can make 
quick deal. Address E. W. Lowe ll, Janes- 
ville, Wisconsin. 1-3t 


For Sale—Tin and plumbing business. 
Shop well equipped. Good trade estab- 
lished. The business has been carried on 
in the same shop for 20 years. Desire to 
go West. Address M. M. Shoemaker, Box 
82. Emlenton, Pa. 2-3t 





For Sale—Small stock of hardware, in- 
voicing about $3,000. Will sacrifice for 
quick sale. Reason for selling, going into 
sheet metal business. Address A-51, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, names 





For Sale—General hardware _ stock, 
stoves, paints, oils, ete. Clean, up-to- 
date stock and fixtures, about $6,000 to 
$7,000. In the richest farming country in 
central Kansas, in the best location in the 
city of 12,000. Address Richolson Hard- 
ware Company, Salina, Kansas. 1-3t 


For Sale—All or half interest in the best 
hardware store, invoicing about $8,000. 
Annual! sales, $20,000. Located in one of 
the best towns of 2,500 in the corn belt 
of Iilinois. Address A-43, care of 
AMERICAN ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, Illinois. 24-ufn 


For Exchange—I have a quarter section 
of Jand located in Traverse City, Minne- 
sota, all under cultivation, that I would 
like to exchange for a hardware stock up 
to $8,000.00. I am no trader, and will not 
consider any proposition that is not well 
located and prosperous. Address A-53, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 2-3t 


For Sale—Sheet Metal Shop, fully 
equipped, in flourishing town of 50,000 in 
northwestern Ohio for $2,200. Large floor 
space, 4,000 feet square. Reasonable rent. 
Long lease. Doing annual business of 
$12,000. Reason for leaving, other busi- 
ness calls my attention out of city. Ad- 


dress A-50, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Tilinois. 26-3t 


For Sale—Stock_ of Hardware, Stoves, 
Paint and Oils. Nice, new, clean, up- 
to-date stock and fixtures, will invoice 
about six thousand dollars ($6,000), in 
an A-No. 1 farming country. Must be 
cash. No trade considered. Unless you 
have cash and mean business, do not 
answer Reason for selling, different 
manufacturing interests demand my en- 
tire attention. This proposition will bear 
thorough inspection and investigation and 
will go quickly. Address J. E. Kercher, 
Wolcctt, Indiana. 25-ufn 





TINNER’S TOOLS. 


SITUATIONS WANTED. 








For Sale—An A-1 double seamer with 
10 disc. In very good condition for any 
circular or flaring articles. Address L. 
M. Fraas, Archbold, Ohio. 26-3t 


Wanted—Cornice Brake in first-class 
condition at very reasonable price. Must 
be good brake and at a reasonably low 
price. Address L. M. Fraas, Archbold, 
Ohio. 26-3t 








HELP WANTED. 








Wanted—Several sheet metal workers 
for general job work, who are familiar 
with laying out, ‘making, or erecting work. 
Address T. B. Callahan, 198 Frank Street, 
Akron, Ohio. 26-3t 





Wanted—A first-class, all-around tin- 
ner, plumber, warm air, steam and hot 
water heating. Married man preferred. 
Strictly sober; steady job year around. 
Will pay good wages to the right man 
capable of taking full charge of shop and 
making estimates. This is a country town 
of 1,400, Send references and state wages 

wanted in first letter. Address John A. 
Johnson, Preston, Minnesota. 26-3t 








SITUATIONS WANTED. 








Position Wanted—By young tinner, 
eight years’ experience, city and country. 
Must be steady work. Address J. H. 
Dennick, 625 Second Avenue, Sheldon, 
lowa. 2-3t 





Situ ition Wanted—By a tinner with one 
year’s experience at furnace work. Can 
lay out own patterns. No bad habits. 
Address T. C. Stoakes, Del Rapids, South 
Dakota. 2-3 





Situation Wanted—I am open for en- 
gagement with some good country hard- 
ware store as first-class tinner, plumber. 
Expert on furnace heating, also clerking. 
Address H. J. Ester, Washington, Mis- 
souri. 26-3t 





Stove Lines Wanted—By salesman well 
known to the trade in Minnesota and the 
Dakotas who wants line of stoves and 
ranges 2 straight commission. Address 
S. W., 2513 Grand Avenue, wed 
MD: g -3t 








Position Wanted— By wtinbiediien tin- 
ner, plumber and lead worker. Can give 
references. No bad habits. No _ boozer. 
Address <A-49, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 26-3t 





Wanted—A salesman well known to the 
trade in Minnesota and the Northwest 
wants line of stoves and ranges on com- 
mission. 15 years’ experience in this line. 
Address E. C. Hoskins, 2702 Harriet Ave- 
nue, Minneapolis, Minnesota. 1-3t 





Position Wanted—By first-class sheet 
metal worker. Married, sober and reli- 
able. 20 years’ experience. A-1 pattern 
cutter. Blow-pipe, heating, ventilating, 
cornice and skylight a specialty. Success- 
ful in handling men. Address C. Thomas, 
108 Plaza Apts., Muncie, Indiana. 2-3t 

Situation Wanted—By first class tin- 
ner, plumber, hot water and hot air 
man. Married and has small family. 42 
years old and has had 20 years’ expe- 
rience. Wages $3.50 to $4.00 per day, ac- 
cording to living expenses. No boozer. 
Address A-52, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard 
Chicago, Illinois. 1-3t 








Position Wanted in Middle West—Am 
A-1 salesman of hardware and paints. 
Ixpert stenographer and typewriter, win- 
dow dresser, card writer, advertiser, book- 
keeper and buyer. Am good mixer and 
hustler. No bad _ habits. Am married. 
Fair tinner. Address A-54, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 2-3t 





Wanted—Position as tinner or plumber. 

I am 32 years of age, have had 18 years’ 
experience. I cut my own patterns, and 
am an expert in furnace work, hot 
water and steam fitting. Do pump and 
mill work. Can take full charge of the 
shop. I am also familiar with the hard- 
ware line. Can figure any metal or 
plumbing jobs. Will go most anywhere. 
Address Lee Otis Bailey, Cherokee, —. 
-3t 








Situation Wanted—By first-class sheet 
metal foreman. Thoroughly understand 
the business in all branches. Address 
A-56, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, a 
nois. 





Steady Position Wanted—By  tinner 
with 8 years’ experience. Married and 
es not booze. Wages, $18.00. Address 

55, care of AMERICAN ARTISAN, 919 
South Michigan Boulevard, Chicago, Illi- 
nois. 2-3t 


_ SPECIAL NOTI CES. 


SALESMEN WANTED 


calling upon warm air furnace in- 
stallers, to handle well established 
line of warm air furnaces in terri- 
tory in West and Northwest where 
we have no agents. An opportu- 
nity for sheet metal, register and 
furnace pipe salesmen. Address, 
with full particulars ‘‘Vulcan’’ care 
of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chi- 
cago, Illinois. 2-4t 


WANTED 


First class warm air furnace sales- 














man to represent us in the states 
of Kansas, Missouri, Nebraska and 
part of Oklahoma, with headquar- 
ters at Kansas City, Missouri. 
One familiar with the above ter- 
ritory preferred. Address, The 
XXth Century Heating and Ven- 
tilating Company, Akron, Ohio. 


2-ufn 





SITUATION WANTED 


By a first class sheet metal worker. 
Expert pattern cutter, can read 
plans, make estimates and do any 
work in the sheet metal line. Am 
an expert in installing warm air 
furnaces. Can also install hot- 


water and steam heating plants in 
a first class way and do plumbing. Can 
take full charge of a shop and manage it 
to an advantage. Am a married man, 
ttrictly sober and reliable. Steady situa- 
sion wanted. Address W. F. Lauden- 
schlager, Dodgeville, Wisconsin. 1-3t 


SITUATION WANTED 


First class Stove and Fur- 
nace Salesman, with good 
established trade. Covered 
New York, Pennsylvania and 
Ohio for eight years. Best 
references. Address B-17, 
care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, 
Illinois. 1-6t 
































